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HARVARD, ILLINOIS - ALBANY, NEW YORK 


FOR OVER 50 YEARS STARLINE HAS LED IN BARN EQUIPMENT IMPROVEMENTS 








meee LE 


inKEROSENE RANGES & STOVA, = 


A Range and Stove 
. 
For Every Purpose and Purs 





A-46FV_4 “Top te 

— . Wick burners “a 
“Bly. ” 

Wickless burner, *dlusta 


OV nm = 





A-S7GV—s “Top gs ow 
long chimney wiek burne 
8-576y_5°%, U-Hot” ag. 
, JUStabie, Wickless burners 
eo ey "rs Sie 





for 1941 is now 
f the Boss Range ane apytege: he Pane 
Vous rae ble to you on saree Me and eeneee, geen door 
bier ros contin lta i deseriber the, many features 7 
uons found anywhere m pang age best sellers. Send today Pee 
2 J oss L 
i Peto eae Cacnlag 





f 
A-36)X—3. Top Speed?*Fiong 
chimney wick 


4X 
a ale Tet eee BSI 
less burners. 





A-58H—5 “Top Speed,” 
chimney wick burners. 8-58H— 
5 “Blu-Hot" adjustable, wick. 
less burners. 


incinnati, Ohio 
THE HUENEFELD COMPANY. . . Cincinnati 


HEATERS 
OVENS... 
STOVES... 

we e.. 

OF RANG 

MAKERS 


aa | 











HERE’S HOW THE NAME YALE HELPS YOU SELL 
HIGHER-PRICED LOCKS 


“Take Yale’s popular ‘Silver-Six’ padlocks, for example. Priced from 
twenty-five cents to a dollar, all of them are top value for the money. 
But when a customer wants a low-priced padlock, I show him all six. 
Then it’s easy to explain the many advantages of the No. 798 — the 
dollar lock.*”’ 









*1. Extra security is provided by pin-tumbier 
mechanism and hardened steel shackle. 






2. Strong and graceful design. 






3. ‘It can be master-keyed or keyed-alike, and 
can be shipped from Stamford within 24 
hours of receipt of order. 








4. It is Yale-made—and most people agree that 
a YALE Lock gives them the greatest protec- 
tion for their money. 












When you buy a lock, be sure to get real protection 


That is what some of the world’s leading locksmiths 
are saying in Yale and Towne’s advertisements in the 
SATURDAY EVENING POST. These striking advertise- 
ments, reproduced on free window cards for your use, 
are making it easier for you to make more money 
selling Yale Locks. 










Start—today—to build a better lock business by 
putting the “Silver-Six” to work for you in your store. 
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ps Write 200 Henry St., Stamford, Conn. 
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Tue man who has roofed with Stormproof 
doesn’t worry a bit when it’s blowing a gale or 
raining cats and dogs. He knows Stormproof 
can take it—that this superior roofing is de- 
signed for the full, permanent protection that 
takes the worry out of roofing problems. 
Triple barriers at side laps prevent entrance 
of rain, while double drains eliminate any 
siphoning of moisture over the barriers. Anti- 
siphon ridges pressed in the lower end of each 


BETHLEHEM 


STEEL 


Stormproof sheet effectively seal end laps. 
Pressure angle and spring edge rolled into each 
sheet make Stormproof hug the*roof, resisting 
the tug of even the strongest winds. 

With features like these to talk about, roof- 
ing sales are easy. Besides, Stormproof Sheets 
are economical, attractive and easy to lay. Sell 
them to one prospect—and they'll sell them- 
selves from then on. It will pay you to stock 
this fast-selling Bethlehem Steel Roofing. 
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1 Triple barriers. 
2 Anti-siphon ridges. 
3 Double Drains. 
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Wherever tools are used you'll find a Stanley 
Rule from The Tool Box of the World. 
“Zig-Zag"’, Boxwood and ‘’Pull-Push’’—Stanley 
‘makes a complete variety of each type — all 
' stely marked and durably finished for re 
png. easy use. Your jobber features Stonley === 11910" OF _ THE SIAMESE 
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SCREEN AND STORM 


mw, |t’s high time to guard 
a) against fly time! 


Prepare for the seasonable demand 
for effective screen hardware 








ERE is an assortment of hardware products that needs 





no extra sales effort to sell. Your trade is quite con- 
scious of the need for adequate screen protection against 
the usual yearly germ-carrying fly menace. 


Capitalize now on these timely products by giving them a 





generous display. You will note that the extensive 


Natieonal 


LINE OF SCREEN HARDWARE 


embraces practically every requirement for this type of 





hardware, from complete sets which include everything 








necessary for a first-class installation to individual items 





such as Screen and Storm Sash Hangers, Screen Door 
Turnbuckles. Latches, Coil Springs, ete. | 


Better check over your needs now and stock up in 





order to cash in on this profitable seasonable busi- 





ness. It’s yours if you are prepared for it. 


NATIONAL MANUFACTURING 


a rea oO STERLING COMPANY ILLINOIS — Screen 
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Sash Hanger Turnbuckle 
Write 
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for full * 
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No. 79 Screen and Storm Sash Hanger 
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Briggs & Stratton’s large engineering staff has the 
performance records of more than a million and a 
quarter air-cooled, gasoline motors produced during 
the past twenty-five years to guide them. 


These engineers are air-cooled motor specialists, whose long 
experience contributes to the design of Briggs & Stratton motors. 
They are constantly alert to every need for change or develop- 
ment that will improve motor performance. Their work is never 
done in making possible better or more economical gasoline power. 


Complete facilities — in the most modern and fully equipped 
plant in the industry — enable Briggs & Stratton engineers to 
subject every development to thorough research and practical 
test before it becomes part of Briggs & Stratton specifications. 


That is why you can always be sure of advanced features in 
addition to the uniform quality and dependable performance 
of Briggs & Stratton motors. Another reason, too, why more 
machines, tools, and appliances — in wider variety — are 
powered by Briggs & Stratton. 


BRIGGS & STRATTON CORP., Milwaukee, Wis., U.S. A. 





IT’S POWERED RIGHT WHEN IT'S POWERED BY BRIGGS & STRATTON 
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You'll Find Real Profits in 


Bug-a-boo, Super Insect Spray 








Bug-a-boo’s 
Extra Power Brings 
You More Sales... 
Repeat Business... 

Greater Profits 














UG-A-BOO, the Super Insect Spray, © Mr. and Mrs. America these advan- 
leads you to real profits! It moves _ tages of Bug-a-boo. 
fast ... every sale means a real profit. Join the swing to this super-quality 
Super-powered Bug-a-boo is anout- | money-maker. Start ringing up profits. 
standing spray. More powerful than Geta supply of Bug-a-boo from your 
other insect sprays, it works quickly, wholesaler, or address the nearest 
surely... has a pleasant fragrance... office of Socony-Vacuum Oil Co., Inc., 


won’t spot or stain. Powerful ads tell _ or one of its affiliated companies. 








TWO MORE BUG-A-BOO MONEY-MAKERS 








BUG-A-BOO MOTH CRYSTALS 














= These arepine-scented crystals, ready- 
rire packed in an attractive vaporizer, or in 
GysPak },....| cans. Hung in a closet, these crystals 

seu" | give offa saturated air that kills de- 
2 hoe structive moth worms. 


* Bug-a-boo far exceeds minimum requirements cf U. S. Dept. of Commerce for an AA grade insect spray. 


G’BYE 
@ Boys! 
IT’S 








BUG-A-BOO GARDEN SPRAY 


Kills or controls insects found on flow- 
ers and shrubs. Highly concentrated, 
4 ounces make 12 to 18 gallons of 
spray. When used as directed, it is 
harmless to humans or pets. 
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THE INSECT SPRAY THAT PAYS A PROFIT 
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STOPS CRYING OVER BROKEN TOYS 
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UNIOR’S howls will soon subside 
J when you mend his toys with a 
little Duco Cement. 

You can restore his Seabiscuit to 
tip-top racing condition just as easily 
as you fix the wife’s wedding china 
and the chair which Uncle Herman 
broke apart. Duco Cement is a clear, 


flexible adhesive that holds perma- 
nently on practically everything ex- 





cept rubber. Even warm water 
doesn’t melt it. It’s waterproof! 


Being made by Du Pont, it en- 
joys a reputation famous for high 
quality and extra value. That’s why 
Duco Cement has thousands of 
ready-made, cash customers. That's 
why it sells fast. 

Just display Duco Cement where 
people can see it. Then watch the 





tubes move out and profits roll in! 

Here’s the first thing to do: Ask 
your jobber, or write us for net prices 
and particulars. “E. I. du Pont de 
Nemours & Co. (Inc.), Wilmington, 
Delaware. 
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Your only source of complete, authentic, 
easy to read information on all phases of 
Builders’ Hardware. 


USE THE BOOK 
THE EXPERTS USE 


Everything You Need to Know 
About BUILDERS’ HARDWARE 


Tahing the 
Mystery 
Out ge 
WILDERS 

WARDWARE 
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HOWARD MacCARTHY, Jr., president says: 


“It gives me great pleasure to advise you that the 


The Official text bookofthe American Soci- 
ety of Architectural Hardware Consultants. 


Society's Insignia 


if you are one of the many hardware men who have always 
wanted to know more about Builders’ Hardware—and how to make 
more profit from its sale—but could not, because of the lack of 
information on this subject—“TAKING THE MYSTERY OUT OF 
BUILDERS’ HARDWARE?” is the book for you. 


You will get the benefits of the author’s, Adon H. Brownell, life- 
time experience in successfully selling, buying and manufacturing 
Builders’ Hardware. You will be shown how to quickly and easily 
set up a Builders’ Hardware department capable of servicing all the 
needs of your community from the average h to schools, hotels, 
office buildings, churches, apartments, etc. 





You'll also be shown how to read blue prints, and to specify jobs; 
how to work with property owners, contractors and architects; how 
to use Builders’ Hardware to increase sales in your other depart- 
ments. This book will bring you all you need to know about thi- 
profitable, basic hardware line. 


The experienced Architectural Hardware Consultant will want ihis 
book for its use as a handy reference work. The beginner will want 
it as a text book to use as the only complete home study course in 
this subject ever published. 


Your clerks, too, should have this new book. They will become 


more valuable to you and more valuable to themselves by reading 
and studying it. 


maAtTL 
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100 East 42nd St., New York, N. Y. 
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Please send me 
Brownell. 


NAME FIRM 


ADDRESS CITY 


board of directors of the American 

Society of Architectural Hardware 

Consultants have unanimously voted 

to adopt Adon Brownell’s book ‘Tak. 

ing the Mystery Out of Builders’ 
Hardware’ as the official text 
book of the Society.” 





Here are some of the features and 
profitable ideas in this book that will 
mean more dollars for you! 

220 pages—page size 8'/2 x I1'/2 inches— 

cloth bound to withstand hard usage. 

How to bring prospects into your store. 

Suggestions on making bids that will mean 
more sales and profits to you. 

How to cash in on the sale of replacements 
and “follow-up” items. 

A wealth of specific information on equip- 
ping public buildings. 

Nine comparative charts which show you how 
to match different items. 

A working Blue Print, size 25 x 1 1'/2 inches, 
Glossary of more than 300 Technical Build- 
ers’ Hardware Terms, Cross Reference In- 
dex, etc. 

Over 600 Illustrations, Charts and Diagrams. 
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ORDER YOUR COPY NOW 


Vrepare yourself for the opportunities a 
thorough knowledge of Builders’ Hardware 
offers you to increase your earning power. 


GOOD BUILDERS’ HARDWARE MEN ARE SCARCE. 


TODAY 


copies of “TAKING THE MYSTERY OUT OF BUILDERS’ HARDWARE” by Adon H. 
I will pay the postman $3 each, plus 2 few cents postage. (Canada and Foreign Countries $3.50.) 


STATE 


| Check here if you enclose payment, in which case we pay postage. 
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Above is a reproduction, actual size, of 
Winchester's advertisement in Harper's 
Weekly for Oct. 3, 1868—nearly three-quar- 
ters of a century ago. Note that this early 
copy shows how Winchester from the be- 
ginning has given to consumers complete 
sales information in support of its dealers 
—a policy consistently followed to this day. 























W HEN a customer walks up to your counter and says—“I want to look at a 
/ Winchester !”—his request represents an established preference that is the 
direct result of Winchester’s 75 Years of Knowing How. 

For three-quarters of a century the name “Winchester” has been the symbol of 
leadership in the development of sporting firearms and their ammunition. The 
original Winchester repeating rifle rendered obsolete almost over night the 
heavy, clumsy single-shots of its period. Note how Winchester stressed rapidity 
of fire in the first advertisement featuring the new Winchester “repeater”, repro- 
duced on this page. 

Many subsequent Winchester rifles and shotguns have established new stand- 
ards of design, quality and utility, to the end that American sportsmen can 
enjoy the finest sporting firearms procurable anywhere at any price. Each new 
Winchester development has contributed its full measure of knowing how to 
Winchester craftsmanship. And, constantly and incessantly for 73 years, Win- 
chester has supported its dealers with consumer advertising presenting each 
Winchester model to the shooting public in fullest detail. 

Turn the page for a visual presentation of Winchester’s consumer advertising 
for the early months of 1941. We want you to know that after 75 years we still 
maintain the Winchester policy of full advertising cooperation with our dealers, 


WINCHESTER REPEATING ARMS COMPANY 
Division of Western Cartridge Company 
NEW HAVEN, CONN., U.S.A. 








You Can Do Real Shooting 
with this New Target .22 
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FOUR SPORTING LIGHTWEIG 


gard now in this Spring of 1941 Winchester In these advertisements Winchester is reach- 


advertising continues the building up of 
consumer demand for Winchester guns and 
ammunition. Shown here are five advertise- 
ments appearing in Spring issues of leading 
sporting, farm and youth publications. 


ing millions of readers throughout the country 
with powerful messages that stir the desire 
of sportsmen to enjoy the pleasure of shooting 
sport and suggesting specifically the equip- 
ment that makes that pleasure possible. 


WINCHESTER REPEATING ARMS COMPANY 
Division of Western Cartridge Company 


NEW HAVEN, 


CONN., U.S.A. 
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THEN, B.C. (Before Cutting)—In 
the “good” old days you dragged a 
length of rope along the floor from 
its hole, wondered where the yard- 
stick and hatchet were— while the cus- 
tomer tapped one foot—and at last 
you hacked off about the right length. 
Remember ?—or do you still sell rope 
that way? 


PLYMOUTH ROPE 


DEALERS REPORT 


PHENOMENAL 








ready to deliver 
PLYMOUTH Rope 


accurately measured 
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NOW, A.D. (After Display)—With the Plymouth “Sales-Maker” 
that has an automatic measuring meter on the back and sharp knife 
handily attached to frame, you quickly sell accurate lengths of fine, 


« 





clean rope. This “extra clerk” attracts and makes sales. 


& 





YOUR ROPE DEPARTMENT will 
show an increase in sales and profits 
of at least 25% guaranteed when you 
set a Plymouth Rope “Sales-Maker” 
on the floor! Dealers are reporting 
sales increases as high as 150%. 


Plymouth designed the ‘‘Sales- 
Maker” to move your rope depart- 
ment from cellar to sales floor and 
sell rope for all its many uses—on 
sight. The “Sales-Maker” handles the 
twelve wanted sizes of Plymouth 
rope, from 14” to 1” diameter. The 
total device with its sure-fire selling 
message stands only 62” high, 34” 
wide and 16” deep. The measuring 


PLYMOUTH 


THE Kope YOU CAN TRUST 
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—_ 
by 
meter is automatic, always accurate, “ “a 
. . 4 v 
saves your time. The sharp steel 
cutting blades hold their edge, snip 
off all sizes easily. Total price to you 
is $7.50 f.0.b. North Plymouth, Mass. 
We stand the rest of the cost. 


With this Plymouth “Sales-Maker” 
you're bound to make more sales, 
more friends, more profit! Check up 
on this money-making “merchan- 
diser” with your jobber, or mail us 
the coupon. 


PLYMOUTH CORDAGE COMPANY 


North Ply th,M husetts Welland, Ontario 
Division Offices: New York, Chicago, San Francisco 
i Warehouse Stocks: New York, Boston, Baltimore, 
Philadelphia, Cleveland, Chicago, Houston, San Francisco 


This automatic rope measuring 
meter on the back of a Plymouth 
“Sales-Maker” clicks off the needed 
length of any of 12 sizes of rope, 
instantly, accurately, Cuts selling 
time in half. 





PLYMOUTH CORDAGE COMPANY 


North Plymouth, Massachusetts 





Please send full information about the 





Plymouth “Sales-Maker” and its results. 
NAME_ 

FIRM_ 

ADDRES 

CITY STATE 
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THESE FINE, 
OLD RELIABLE 


_NORTON ABRASIVES | 


SCYTHESTONES 


PROTECT THE FARMER AND GARDENER 
FROM DULL EDGES 


ASSURE YOU TURNOVER AND PROFIT 


Seythestones in shape and weight to suit the whim and fancy of every 
user; to fit every purse; in both “artificial” and “natural” grits: 


THE MOST COMPREHENSIVE LINE IN THE MARKET 


Ask Your Jobber for Assortment 497-A With Its 
COLD, RED AND BLACK DISPLAY 











The First Line of Defense Against Dull Edges 


BEHR-MANNING - TROY, N.Y. 


(DIVISION OF NORTON COMPANY) 


ALSO QUALITY SANDPAPERS SINCE 1872 
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Draw VACATION SALES PROFITS 


NEW MAGNET 


Tae the big possibilities for Flashlight and Battery 































sales during the long vacation season just ahead into 
cash register records for yourself by cashing-in on the 
magnetism of this new BOND VACATION COUNTER MER- 
CHANDISER—just out. Designed ideally as a space saving 
counter display, it is equally effective for your island dis- 
play or as the eye-drawing center of a powerful sales- 
pulling window. It is another dynamic Bond impulse buy- 
ing self-starter, that incorporates the same effective display 
principles that have made our Flashlight Floor Merchan- 
diser so successful 40,000 already stepping up dealer 
turnover. 

Here is a traffic stopper — brilliant color, full view show- 
ing that presents the spotlights at their best, clever three 
sided design that gets attention no matter from which 
direction the customer may be coming. Here is a profit- 
building complete flashlight and battery department g 
compactly condensed in 14 square feet of space. S 

And this new Vacation Merchandiser is yours FREE 
with each purchase of a No. 41 Bond Merchandiser As- 
sortment. This assortment consists of a compact, short 
line of only 14 focusing and fixt-focus spotlights of 
drawn brass and solid 22k copper (retailing 
from 59¢ to $1.20 each complete) and 2 cartons (96 
only) No. 102 Bond Super Power flashlight batteries. 
The merchandiser displays 9 spotlights, leaving five 
in reserve, each light in a specially de- 
signed PILFER-PROOF full- 
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Are you hiding the light 


A, PERFECTION 


The Mark of Quality 





* OIL STOVES AND RANGES + OIL BURNING WATER HEATERS + OIL BURNING REFRIGERATORS 
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le you re “hiding” modern Perfections 
somewhere “in the back”— not displaying them—then 
you're hiding one of your best profit-lights under a bushel! 
For modern Perfections are making real profits for dealers 
who do the simple. easy job of demonstrating Perfections. 
Women actually marvel at modern Perfection’s perform- 
ance! It is as fast as gas... faster than electricity. There's 
no smoke, soot or odor: no better baker than Perfection’s 
“Live-Heat” oven. There are even models with connections 
for outside storage to give continuous fuel supply! And in 
the huge Perfection market—oil cost is /ess than other 
modern fuels! 
Best of all—there are scores of prospects for a new, 
modern Perfection . . 
advantages and economy of oil. Our own surveys prove it! 


. prospects already cultivated to the 


Consider this, too: Over half of the oil stoves in use today 


throughout the world are Perfections! Why? Because of 


Perfection performance and user satisfaction! 

And—you make more bankable profits with Perfection. 
The more you sell, the more profit you make — profit that 
doesn’t dribble away in expensive servicing. 

In newspaper, magazine, outdoor poster and radio ad- 
vertising, the publicity lights are on full foree—showing 
modern Perfection’s amazing performance. 

So, let Perfection show what it can do! Display and 
demonstration helps are yours for the asking. Perfection 
will show how it can make greater bankable profits for you! 


PERFECTION STOVE COMPANY » 7298-B Platt Ave., Cleveland, 0. 


Oil Burning 




















SHOW PERFECTION’S AMAZING 
PERFORMANCE ...AND YOU’LL 
SEE THE SALES AND PROFITS 
IT CAN MAKE FOR YOU! 
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These Slim Tapers are commonly 
known as “saw files,” but their use is many 
times wider than the term implies. Locks 
and door catches — cleaners, washers, radios, 
door-bells, wiring, switches and other elec- 
trical equipment—fixtures~ kitchen utensils 
—automobile repairs —“gadget” and model 
making — sharpening auger bits and other 
edged tools — fixing up shears — repairing 
harnesses and tuning up small farm-machine 
parts ... there’s almost no end to the uses you 
can suggest for these ultra-handy triangular- 
shape files, 

Some hardware dealers go so far as to 
attach to this display a complete list of possi- 
ble uses. Sales clerks learn to “reel them off.” 
And the name “Nicholson” or “Black 
Diamond” is magic in assuring the customer 
of the quality and value of these files! 

Make the most of the broad field you have 








Only 81" wide. Easily set up and takes up little space. Does a great job! 




















for this great repeat-sale item— one of the 
best in the small-tool category. Select the 33%% RETAIL PROFIT Cost to you at Your normal 
ae * (or 50% on cost to you) our resale profit 
assortment you want and notify your jobber 4 
a . ~~ No. 1—2 doz. 6” Slim Tapers........... ARE ae Peo $3.24 $1.62 
to send you an outfit at once. No, 2—2 doz. 6” Extra Siim Tapets............0scsse00 3.24 1.62 
No. 83—1 doz. 6” Slim Tapers and 
* . 1 doz. 6” Extra Slim Tapers..................cs00-0 3.24 1.62 
Display 1s FREE! No. 4—2 doz. 5” Extra Slim Tapers................-000:00+ 2.62 1.31 
No. 5—2 doz. 54%” Double Extra Slim T: apers. winga 3.04 1.52 
With any of the 2-dozen assortment units listed at the we. ae = Bp ea ar ag ~ aaa nite 2.83 1.41 
right—in either Nicholson or Black Diamond brand. No. 7—2 doz. 6” Double Extra Slim ta aa : 3.24 1.62 
No. 8—2 doz. 8” Double Enders....... - ~ 4.08 2.04 
NICHOLSON FILE CO., Providence, R.1., U.S. A. No. 9—2 doz. 5%” Extra Slim Tapers 3.04 1.52 
(Also Canadian Plant, Port Hope, Ont.) 
on ad mms - PONTE ES TT oe WPS eg a OS TNE ER ws at peers Be oo 
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| Let this Animated Dynamite explode 
















@ The TNT packed into 50 pounds of “regular dog’’ can cause plenty 
trouble if it has no safe, natural outlet. 

Not only to work off surplus energy but to maintain normal 
health, a dog should be given his daily dozen and more—~at the end 
of a TENSO DOG RUNNER CHAIN. It’s far cheaper than a visit by 
the veterinary. 

Show TENSO DOG RUNNER CHAIN to your customers. Remind 
them that a dog that’s worth his keep needs and deserves regular ex- 
ercise. Sales will follow as a matter of course. 







The snap on one end of the chain slides on the 
wire or cable. The snap on the other end fastens 
to the dog’s collar. Swivels on both snaps and in 
the center prevent twisting. 

TENSO DOG RUNNER CHAIN is made of Nos. 
4, 2,1, 1/0, 2/0 Tenso chain in 10, 12 and 15 feet 
lengths. Bright, nickel-plated or galvanized finish. 

Ask your distributor’s salesman about this 
“‘easy-money-maker.”’ 
















Sell “AMERICAN” when you sell chain 













AMERICAN CHAIN 
DIVISION 


YORK - PENNSYLVANIA 










AMERICAN CHAIN & CABLE COMPANY, Inc. 


ESSENTIAL PRODUCTS ... AMERICAN CABLE Wire Rope, TRU-STOP Emergency Brakes, TRU-LAY Control Cables, AMERICAN Chain, 
WEED Tire Chains, ACCO Malleable iron Castings, CAMPBELL Cutting Machines, FORD Hoists and Trolleys, HAZARD Wire Rope, 
Yacht Rigging, Aircraft Control Cables, MANLEY Auto Service Equipment, OWEN Springs, PAGE Fence, Shaped Wire, Welding Wire, 
[= \ READING-PRATT & CADY Valves, READING Electric Steel Castings, WRIGHT Hoists, Cranes, Presses... In Business for Your Safety 
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Shorta ges:— 


These comments are being writ- 
ten at the close of the first day of 
the convention of hardware manu- 
facturers and wholesalers at Mem- 
phis, Tenn. It is a big convention 
and it is a cheerful one, because 
everybody has been busy selling 
all the available merchandise that 
could be produced and delivered. 
Most of the manufacturers are en- 
joying extra volume, incident to 
the National Defense Program, 
and many are hard pressed to 
maintain anything like satisfactory 
production on their normal lines. 
Quite a few of the wholesalers are 
getting a fairly substantial busi- 
ness from Army camps and from 
construction work related to Army 
development. A few well known 
younger men are missing, due to 
the fact that they are in service. 
Almost every business firm repre- 
sented has contributed, or is about 
to contribute, recruits for the new 
Army. Only the pressing fear that 
much needed goods will become 
scarce gives a negative angle to 
the discussions heard about the 
Peabody Hotel lobby. Actual 
shortages in wholesale stocks are 
not yet reported as being acute, 
although everyone is experiencing 


annoying yet unavoidable delays. 
Without a doubt, the wholesaler 
who has a good inventory is doing 
a big business, with much of his 
volume depending on his ability 
to deliver. The question of price 
is secondary to that of availability 
in most lines—yet in two hours’ 
time I heard dozens of complaints 
about unwarranted price “chisel- 
ing.” This is definitely stupid bus- 
iness practice in such times as 
these. The distributor who has to 
cut prices at this time, in order 
to get his share of the existing 
business, is a mighty poor oper- 
ator and is an economic liability 
to the hardware industry. 


Customer 
Relations:— 


Manufacturers and wholesalers 
who maintain good relations with 
their customers during 194] will 
reap the benefits of accumulated 
good will when the inevitable 
swing back arrives. With the end 
of the war and its abnormal re- 








quirements for hardware, tools, 
etc., there will come an “economic 
hangover,” in all probability the 
worst one we have ever known. 
Goods will be plentiful and pro- 
duction facilities will be greater 
than our needs. Business will be 
highly competitive. Cheap foreign 
goods may upset our markets. The 
buyers will again sit in the saddle. 
They will remember the suppliers 
who were considerate of their 
boom time needs — the suppliers 
who obviously did their best to 
ship goods and who never lost 
interest in keeping up their con- 
tacts through their sales depart- 
ments and through their trade ad- 
vertising messages. That memory 
will be a pleasant one and will re- 
sult in a profitable situation for 
those wise suppliers. The buyers 
will also remember, but not as 
favorably, suppliers who couldn’t 
make shipments (which obviously 
they could not always help) ; who 
didn’t show enough interest in keep- 
ing them informed or who didn’t 
take the time and make the effort 








MAY 1, 1941 


21 


























to gain their sympathetic under- 
standing of the problem. These 
are times which call for the hardest 
kind of good selling and good ad- 
vertising to trade customers. It is 
not a matter of getting orders, but 
it is rather a time for sales execu- 
tives to lead the way in convincing 
their distributors of the fact that 
impartial treatment is being given 
to all comers and that the best pos- 
sible delivery schedules are being 
maintained. Shortages and delays 
are inevitable and understandable, 
but indifference may prove fatal 
and will invite a wide-spread 
changing of lines and sources of 
supply which may become fixed 
when the war boom is over. 


Manufacturers 
Say :— 

Most of the manufacturers with 
whom I have conversed in Mem- 
phis are thoroughly cognizant of 
this situation and its needs. In a 
measure, their attendance at such 
a meeting during these busy times 
may be regarded as the most elo- 
quent evidence of their efforts to 
maintain good customer relations. 
At almost every turn they are 
being besieged with complaints 
about delayed shipments and are 
being asked to give some special 
consideration or preference. In all 
fairness to most of them, I must 
say that the majority are appar- 
ently making every possible effort 
to minimize the dislocation of their 
normal distribution and are try- 
ing to ship goods as quickly as 
possible and without discrimina- 
tion. Such, at least, is their claim 
and it is usually backed up with 
a review of their own methods for 
handling this difficult problem. 
Several companies are putting a 
major executive personally in 
charge of expediting orders to 
regular customers, or at least are 
making one responsible for keep- 
ing customers informed promptly 
and accurately so that there can 
be little cause for a charge of in- 
difference toward even the small- 
est customer on their books. Manu- 


facturers complain that too few 
wholesalers stocked up in anticipa- 
tion of shortages and say that if 
they had done so, on a more liberal 
basis, the present shortage threat 
would not be so disturbing. 


Wholesalers Say:— 


There is a marked variance of 
opinion regarding the present situ- 
ation among the wholesalers at- 
tending the Memphis convention. 
Some of the smaller jobbers are 
outspoken in their belief that many 
factories are giving preferential 
treatment to large operators. They 
cite instances of shortages in their 
own stocks for which they cannot 
get replacements within a period 
of from six weeks to four months, 
this in the face of apparently 
ample supplies available from 
competing larger distributors. 
Manufacturers contend that the 
wholesaler, large or small, who has 
ample stocks on lines which are be- 
coming scarce is in that happy 
position because he anticipated his 
needs and increased his inventory 
before the defense program got 
under way. A _ few wholesalers 
charge certain producers with 
“making the most of the shortage 
situation,” and state that those 
manufacturers are so _ obsessed 
with the glamor and large volume 
of defense orders that they have 
completely lost sight of their obli- 
gations to the customers who kept 
their factories going in more nor- 
mal periods. Another opinion, ex- 
pressed by one or two wholesalers, 
is that many manufacturers are 
cleaning up their sales distribution 
policies under the pressure of 
present-day conditions — are sell- 
ing fewer dealers direct and are 
being more particular in their 
definition of a firm as “whole- 
saler.” Quite a few jobbers 
threaten reprisals when the shoe is 
on the other foot and producers 
are again seeking their business. 
It is difficult to decide how many 
of these more violent critical opin- 
ions are deep-rooted and how 
many may be charged to a little 
hysteria induced by current un- 


settled conditions. Many of these 
ripples on the surface may disap- 
pear before the convention has 
ended, providing manufacturers 
make a conscientious and consis- 
tent effort to acquaint jobbers 
with the facts and with their side 
of the problem. Such effort is 
“good will” selling but, to be ef- 
fective, it will have to continue 
until the situation is relieved. The 
disposition of most wholesalers 
seems to be fairly open-minded 
in the discussions I heard, even 
though the subject was frequently 
introduced with some sharp criti- 
cism or complaint. 


Defense Comes 


First:— 


It is the spirit of the times that 
the National Defense Program 
comes first and takes precedence 
over all other considerations. It 
is the patriotic duty of producers 
to cooperate and participate in the 
making of defense equipment. 
Aside from that, they really have 
little choice in the matter as the 
Administration in Washington has 
been very specific in declaring 
that “defense comes first.” There- 
fore, manufacturers and whilesal 
ers will have to take a philosoph- 
ical view of the situation and come 
to some common ground of under- 
standing which will encourage a 
resumption of normal relations 
when the pressure period is over. 
This can only be done through a 
mutually sincere desire to appre- 
ciate each other’s problems and by 
a complete frankness in the in- 
evitable discussions and the han- 
dling of criticisms and complaints 
incident to the shortage problem. 
This is a full time job for the sales 
and advertising departments of 
every hardware factory. In that 
future day when peace dawns 
again, rich rewards will accrue to 
the manufacturer who has main- 
tained good customer relations 
during the present trying times. 
And the same is precisely true of 
the relations between wholesalers 
and their dealer-customers. 
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Use the Front Entrance 


for Bigger Sales 


VEN the closest buyer is willing to spread himself 
for the entrance door handle set! There he 
wants class! 

You have it in the Lockwood line. More than 
50 authentic patterns, in traditional and modern de- 
signs, are ready for you in a variety of finishes. 

Many of these designs may be supplied in especially 
matched sets consisting of entrance handles, knockers, 
push buttons, and letter box plates. And for use with 
these are the sturdy Lockwood cylinder mortise locks, 
in whatever function is required. 

Why not use this entrance to sell better hardware 
throughout the home? Show your prospects the 
Lockwood Pendant Designs for cylinder locks and bit 
key locks. Show the Lockwood Patrician line of plastic 
knobs, knob-tops, and escutcheons . . 

Remember, Lockwood Builders’ Hardware has sales 
appeal which you can use profitably. Lockwood Hard- 
ware Mfg. Company, Division of Independent Lock 
Company, Fitchburg, Mass. 






































Cape Cod . HANDLES: A few 


This consists of two thumb latches— designs taken at ran- 
one for each side of the door—and an dows tonms te Lack- 
efficient sturdy special mortise lock of 


whatever function is required. The wood line. Top to 
whole assembly is well within the bottom : 
budget of the smaller house. AZEX, 

Adapted from Early American CHELSEA. 
patterns, the Lockwood Cape Cod SOMERSET. 


line is particularly suitable for in- 


terior doors in colonial homes. Sets GONZALES, 
are available in various metals and PEMBROKE, 
finishes. NEWTOWN. 


ANOTHER DEVELOPMENT IN 


LOCKWOOD 


BUILDERS’ HARDWARE 
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I re- 


ceived a direct mail piece from a 
local hardware retailer by the 
name of Green. His circular was 
green, his store front and delivery 
trucks are green. 

Another retailer, when | 
dropped into his store for some- 
thing else, placed a new, “camera 
size” personal radio right into my 
hands and said, “See how easily 
you can carry this with you—and 
what clear reception you get!” 

Both merchants were incorpo- 
rating into their “sizzle” selling 
our next point, “Say It With 
Flowers!” 

This slogan as used here means: 
dramatize your remarks, use some 
showmanship, drive home your 
statements with action or proof. 
Even the best selling sentences 
work better when properly backed 
up. Weak words are strengthened, 
forceful words take on added 
meaning. 

The motions that go with your 
statements, the movement of your 
hands, your feet, your body; the 
expression on your face, the way 
you handle yourself and your 
merchandise—all are an impor- 
tant part of the impression you 
create. 

Watch how actors, movie stars 
and public speakers sway their 
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“Say It With Flowers!” 


By ELMER WHEELER 
President, 
Tested Selling Institute, 
New York City 





“It sees where to clean—and it’s clean where it’s been.” 


“prospects” with actions as well as 
Then support your own 
talk so it won’t hang in mid-air 
like a skeleton. 


words. 


Finding Your “Flowers” 


A vacuum cleaner salesman im- 
proved his sales with the follow- 
which contain 
ideas you can adapt to your own 


ing “flowers” 


lines: 

(1) Run cleaner under table or 
into dark corner, point to dirt 
finder, turn switch on and off to 
dramatize the light and say: “It 
sees where to clean—and it’s clean 
where it’s been.” (2) Step on au- 
tomatic rug adjuster. Invite pros- 


pect to do likewise (monkey-see, 
monkey-do instinct). Then say: 
“It automatically adjusts itself to 
any thickness of rug.” (3) Push 
cleaner away from you, maintain- 
ing your hold on cord. Then pull 
it back lightly, saying: “It has ball- 
bearing action 
ia 

A good plan is to list your 
strongest “sizzles.” then write op- 


a child can move 


posite each what you plan to do 
when you speak it. Besides ex- 
plaining and demonstrating the ar- 
ticle itself, you may want to show 
testimonials, pictures, charts, 
graphs or other “sales scenery.” 
Almost any action is good that 
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Part 4 


will interest folks without antago- 
nizing them; actions that will 
make them see, feel, touch, handle 
—almost smell and taste—your 
“sales package” and the things it 
will do for them. Let your “flow- 
ers” help you secure the response 
you want. 


Handle Your Product 
Properly 


The best words, the best tech- 
nique, and the best voice delivery 
can be spoiled if you have butter- 
fingers and fumble what you are 
selling. A good salesman culti- 
vates good hand movements. He 
handles all the merchandise he is 
selling as if it were worth a mil- 
lion. His attitude toward his prod- 
ust is naturally absorbed by the 
prospect. 

Don’t grab hold of the article 
roughly, or set it down with a 
bang, or fling it down or- drop it 
on the counter, or slide it toward 
the customer. Handle it with care. 
Create value. 

Don’t demonstrate or try things 
on “slam bang.” It is up to you 
to heighten the apparent worth of 
what you are selling. Unfold mer- 




















“Sales were fair; but when the clerks started to tug on the 
buttons, dramatically in front of the customers, sales tripled! 


chandise carefully. Hold accesso- 
ries gently. These are small details 
in a sale—but important ones. 
The touch counts! 

Make your 
simple to the prospect, and sup- 
port them with such phrases as— 
“This is all you have to do.” “This 
simply presses down.” “Doesn’t 
this operate easily?” “Isn’t this 
converfient to use?” 

“Feel — see — hold” are three 
words that belong in the working 
kit of every salesperson. Stimulate 
your customers’ interest by letting 
them participate in the sale. 

Say “Feel the fine texture of 


movements seem 





“Just hold this and see how it fits your grip.” 
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this material!” Or, “Just hold this 
and see how it fits your grip.” 

The electric refrigerator man 
may say. “Try the door yourself; 
see how easily it opens and 
closes.” 

The gas refrigerator salesman 
lights a match, holds it in front of 
the prospect and says, “It runs as 
silently as this match burns.” 


Making Sales Click 


A department store took our 
tested selling sentence for men’s 
shirts, “The buttons are anchored 
on and won't break off in the 
wringers’ and gave it to their 
salespeople. Sales were fair; but 
when the clerks began “saying it 
with flowers” and started to tug 
on the buttons dramatically, in 


front of the customers, sales 
tripled! 
Customers heard the owner- 


benefit point, then saw proof of 
it, and next enjoyed taking part 
in the “flower show” themselves: 
they'd take the shirt into their own 
hands, tug on the buttons, con- 
vince themselves, and buy. 

It is important to remember 
that in today’s scramble for sales, 
every product on the market is 
competing with every other prod- 
uct, including those you sell. 

You may analyze a prospective 
sale in this self-satisfied manner: 
“Mr. Jones needs a new radio and 
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Ask For This Formula! 


Elmer Wheeler’s formula for building a “Sizzle” 
is free upon request to HARDWARE AGE, 100 
East 42nd St., New York City. Ask for “Four 
Ways to Build a Sizzle” and enclose stamped and 


addressed return envelope. 








it is just a case of whether I sell 

him or one of my competitors.” 
Don't kid yourself. 

of whether you or anybody else 


It is a case 


sells Jones before he commits him- 
self for something entirely dif- 
ferent 

Every dollar in circulation these 
days is competed for by luxuries. 
as well as necessities; automobiles. 
travels, clothing; gadgets as well 
as groceries, fads as well as food. 
You can't neglect a single oppor- 
tunity to say and do the right 
thing—-in order to get your full 
share of the currency in circu- 
lation. 

In selling a certain line of men’s 
pipes we tried a variety of sen 
tences and action with only fair 





results. One day I observed a 
clerk having such a difficult time 
with a prospect that he became 
fidgety and stood behind the coun- 
ler nervously tapping one of the 
pipe bowls on the edge of the dis- 
play case. 


This constant tap, tap, tap at- 
tracted the attention of a man who 
was buying some other merchan- 
dise several feet away. 

He came over and inquired, “Is 
that pipe unbreakable?” And the 
clerk was clever enough to quickly 
say, “Oh, sure! I can tap it like 
this for hours—and it won’t break 
or chip!” 

There was the sales sentence 
and the sales technique! 

Remember, it’s the little things 
you do as you speak your lines 
that make the sales presentation 
stand out. If possible, let the pros- 
pect imitate what you have done; 
make him a part of your “show.” 


Real Atmosphere in This 
Builders’ Hardware Display 


es of “Taking the Mystery 
l Out of Builders’ Hardware’ 
by Adon H. Brownell, and published 
by Harpware Ace, is featured in 
the center of this builders’ hard- 
ware window of Babcock, Hinds & 
Underwood, Binghamton, N. Y. 
The unusual background con- 


sists of blueprints and these are 
very effective in drawing attention 
to the merchandise. They also add 
considerable color to the window 
which shows a wide variety of 
builders’ hardware on sample pan- 
els. The display was installed by 
Joseph B. Kozak. 





This unusual background helped sell builders’ hardware. 
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$350 REA Fixture Stock 


an increasing 


number of other hardware stores 
serving agricultural districts, the 
Witten Hardware Co., in Trenton, 
Mo., finds it profitable to go after 
business on REA approved light- 
ing fixtures. Four turnovers are 
enjoyed, annually, on a basic stock 
valued at $350. This volume is 
supplemented by good sales of the 
other needs for complete wiring 
installations. Besides selling the 
fixtures to people just getting REA 
service the department attracts 
people, in this town of 7000 pop- 
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The Witten Hardwa 
Mo., does it annually 
and advertising are ves 


ulation, who are modernizing their 
lighting equipment. 

An unique canopy type display 
of REA approved and Underwrit- 
ers’ Laboratories approved fix- 
tures and supplies, and frequent 
mention in the store’s daily adver- 
tising of the department, are big 
factors in the volume attained. A 
minimum of 70 different types and 


re Co., Trenton, 
and display 


ponsible 


styles of approved fixtures are 
displayed. 

MacDonald Witten, vice-presi- 
dent and manager of the company, 
who was for 12 years an associate 
editor of HARDWARE AGE, says, 
“We started this department from 
scratch and now have fixtures 
priced from 29 cents to $11.95. 
Although we felt the highest 
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ELECTRIC LIGHTING FIXTURES 


DON’T BE A VICTIM OF A HALF-LIGHTED HOME! 


Sce our illuminated display of more than seventy Fixtures, and 
note how inexpensively you can enjoy the comfort and 
attractiveness of Modern Lighting Facilities. 


PRICES RANGE FROM 29c TO $11.95 


Witten Hdw. Co. 


Main at 11th St. 














Two column, 2 in. ads are used Monday to Saturday. Here’s one 
used to tell the story of REA lighting fixtures being sold. 


priced items would be the slowest 
movers, our first purchases in- 
cluded some $11.95 numbers which 
have continued to be good sellers. 
Before this department was in- 
stalled many people went out of 
town for such equipment. When 
REA lines were put in service, in 
this district, we knew there would 
be a good demand for approved 
fixtures and wiring materials. 

“Customers, owning homes long 
equipped with electricity, will buy 
fixtures for modernizing their 
lighting equipment, and there are 
a number of homes here with ob- 
solete lighting equipment.  AIl- 
though most of our lighting fix- 
ture sales are for cash, or to 
people having open accounts, 
some sales are made under REA, 
payment being made through 
those channels.” 


Home-Built Fixtures 


While the store does not handle 
installation of fixtures nor the wir- 
ing of homes, such arrangements 
are made with outside men when 
customers make such a_ request. 
The unusual display fixture, pic- 
tured on page 27. was built by 
members of the store staff. Each of 
the units on the canopy and on 
the display panels covering the 
two columns is connected. All of 
the lights in the display are con- 
trolled by five switches located on 
one of the columns. The price of 
each fixture is conspicuously 
marked. On one of the columns 
is a display of various types of 
approved wire and cable. Fluo- 
rescent units are shown on one of 
the column panels although they 
are not visible in the illustration. 
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Switches, lamps, sockets, etc., are 
shown on the open tables under 
the canopy. 

Each unit displayed has its own 
stock number, numbers in the 
stock shelves corresponding to the 
numbers on the lamps. Lighting 
fixtures, displayed on the canopy 
or on the supporting columns, 
have plugged connections making 
their removal easy. The canopy is 
strong enough so that a man can 


walk on top and there are gang 


walks on each side for use when - 


repair or replacement of part of 
the wiring necessary. 

A banner around the side of the 
canopy reads, “Approved REA 
fixtures at lowest price. Is your 
home only half lighted? Modern- 
ize with new fixtures.” A sign on 
one of the column panels reads. 
“REA Home Lighting Fixtures, 
All fixtures certified by the Rural 
Electrification Administration, 
Washington, D. C. All fixtures ap- 
proved by the Underwriters’ Labo- 
ratories and carry their tag of ap- 
proval. All fixtures conform to 
scientific lighting standards.” 

Typical of the advertising mes- 
sages used for this department 
was one published in February 
which said, in part, “Don’t be a 
victim of a half lighted home! See 
our illuminated display of more 
than 70 fixtures, and note how in- 
expensively you can enjoy the 
comfort and attractiveness of mod- 
ern lighting facilities. Prices range 
from 29 cents to $11.95.” 


Open Display Triples Tool Sale 


é“c PEN display is still the most 

effective way to sell some 
goods,” says D. M. Winans, owner, 
Swan Hardware, Marietta, Ohio. 
“Recently, we set up an open bin 
display of popular priced tools. 
These were previously displayed 
on a table but each item was 
fastened to a panel beneath which 
the stock was carried. Weekly sales 
on this merchandise tripled in vol- 
ume almost immediately as a result 
of the changed display and we 


found that the main reason fer this 
is that customers will buy more 
when they can handle the merchan- 
dise.” 

Location of the table in the store 
remained the same. The only thing 
different was the presentation. Cus- 
tomers attracted to the display, be- 
cause of interest in one item, in- 
variably examine others and in more 


than 50 per cent of the cases one 


and sometimes more extra items are 
purchased. 





One of the open displays that helped increase sales. 
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You'll need tools and equipment for 
the work. This chapter describes them 


By IVAN L. WAPLES 


Part 2 


Le proper tools are 


as important for the making of 
show cards as they are for the 
making of a door or a cold air 
duct. However, this does not mean 
that you need purchase a lot of 
tools, brushes, pens and colors in 
order to be able to supply the 
cards needed in your own store. 
Some of the tools you already 
have. The best brushes cost quite 
a little compared with a- house 
painter’s brush but they will last 
for years with proper care. 

Here is a list of the things you 
will need at first. You can get the 
articles you don’t happen to have 
from any wholesale paint house 
that handles art and sign supplies. 


Equipment 


A good straight yardstick, a pen- 
cil compass, penholders, thumb- 
tacks,. soft lead pencil, art gum 
eraser, scrap of sandpaper for 
pointing the pencil, a razor-blade 
knife, six speedball pens (num- 
bers BO, B2, B4, B6, C2, and C4 
are about right), one No. 10 
round, red sable lettering brush, 
one 1% in., flat, red sable letter- 
ing brush, bottle of India ink, 
an assortment of show-card colors 
(should include black, white, red, 
yellow, and light green). A T- 
square is handy to have but is not 
necessary. Other tools can be 
added as the need arises. 

Cardboard may be purchased 
from any paint house handling art 
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Fig. 3 — Home made 
show card bench. The top 
is constructed of wallboard. 


and sign supplies. It comes in a 
large variety of color and finishes 
but you will probably use as much 
white cardboard as all colors com- 
bined. It comes in sheets 22 by 
28 in. and 28 by 44 in. in size. 
Customers judge your store by 
its appearance and neat, well- 
designed show cards will help the 
appearance of your store and help 
you sell more goods. Since your 
main purpose in retail merchan- 
dising is to sell goods, anything 
you do that will help you sell more 
goods is worth doing well. Only a 
small expenditure of time and 
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money is needed for you to fix up 
a corner away from the main sales 
room where you may be free 
from interruption and have space 
enough to work and store tools and 
supplies. 


The Bench 


Fig. 3 is a sketch of a home- 
made show card bench that you 
can easily make from boxes and 
scrap lumber. The working top 
should be wall board. Don’t use 
the hard kind as it will not take 
thumb tacks. Make the top about 
3 by 5 ft. in size. Make the bench 
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high enough for convenience while 
working in a standing position. 
Fix a few shelves in the right side 
of the base for spare cardboard 
and tools as shown in the sketch. 
The little shelf at the right is for 
the colors, etc.. you are using. The 
slotted stick (A) is a piece of 2 


by 2 lumber with a series of slant- 


ing saw cuts about 2 in. apart. 
This is to hold the cards while dry- 
ing. Fasten the stick to the wall 
in a handy position. You may 
tack two thin yardsticks to the 
lower and left edges of the work- 
ing top as an aid in measuring 
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@ There's a fact about 
gardening that many peo- 
ple don't realize. We're 
passing iton to you because 
it will save you plenty of 
work, and assure you a 
elier lawn. Put ona 
ant food early! 
e frost 


lov 
complete pl 
Right now, before th 
is out of the ground. a 
For the best plant food 
to use, see US right away. 
And while you're in, take 
a look at our new garden 
tools and equipment, and 
our full stock of choice 
seeds. 
Let us help make your 
lawn and garden this year 
the talk of the townl 


teh For Our Annual 
” ROSE BUSH 
SALE! 


Water, 


OPEN A CHARG 




























ATTA BOY, MISTER. 
RIGHT NOW'S THE 
BEST TIME TO FEED 
YOUR LAWN / 


Morehouse & Wells Co. 


FE. Main and Stat 


WE. DELIVER: 


E ACCOUNT! 





—BONE MEAL 


Famous Burpee 
Bulk and Package 
Seed 


e Streets 
TWO TRIPS EACH DAY 
TO EVERY HOME 
PHONE 4231 














Morehouse & Wells Co., Decatur, IIl., believes in the principle that it 

pays to get started featuring spring merchandise early and this ad, which 

calls attention to plant food, shows that they put their beliefs into effect. 

This advertisement, which was 3% in. wide and 7% in. deep, caught the 
eyes of readers and aided materially in stimulating sales. 
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cardboard. Hang a shaded light 
above the bench and you are ready 
to begin work. Use a high stool if 
you wish. 


An Aid to Sales 


Spare moments spent here prac- 
ticing and making cards will even- 
tually show a profit through in- 
creased sales. People like to trade 
in a store that uses show cards 
lettered with selling messages and 
that has every item on display 
priced with a neat card. Your win- 
dow displays will bring in more 
customers if you use good show 
cards. 


Chain Stores a Menace 
to American Way 
of Living 


Eprror. HARDWARE AGE: 

The chain store is certainly a men- 
ace to our American way of living 
and doing business, but I often think 
that hardware wholesalers could do 
much to aid the independent dealers 
if they put forward the proper effort. 
First they could sell to the small 
dealers on a margin that would en- 
able them to compete with the great 
buying powers of the chain. Second, 
they could say to the lumber field 
that they would not sell a lumber 
yard unless full prices were main- 
tained. 

A California hardware store at 
this time is about the strangest look- 
ing spot in the universe. It is a mix- 
ture of paint, variety goods, gifts. 
hairpins, safety pins, books, station- 
ery articles, garden hose, lawn mow- 
ers, baby chairs, tin cans, and Christ- 
mas trees, with a sprinkling of locks. 
sledge hammers, wire fencing and 
shoe strings. In fact, you can get 
anything in a hardware store except 
a marriage license. Of course, fish- 
ing licenses are thrown in with the 
income tax booklets and defense rec- 
ommendations. 

In fact, I am afraid that the good 
old hardware smell has gone where 
the “woodbine twineth and the wank- 
doodles mourneth for their lost 
loves.” 

It causes me to mourn, to weep, to 
lament. I fear that next the lumber 
yards will have my Sunday pants, 
and the chain stores will be pulling 
at my undershirt. 

Wittiam Dixon BELL 
Claremont, Calif. 

Hardware dealer and author of 

boys’ books 
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Dicker Sale 


When one North Dakota mer- 
chant puts on a rummage sale he 
calls it a “Dicker Sale.” No prices 
are advertised or posted on the 


“Bs A> 
"WHEN WE STARTED THIS DICKER BACK IN '4! 
items. He asks the customers to 
offer a price for the items on dis- 
play and if it is a fair price, he 
sells it. If the price offered is too 
low, the merchant quotes his price, 
and he and the customer “dicker” 
over the price. The sale is always 
a syccess, for everyone likes to 
“dicker” to a certain extent. 


Essay Contest 


A wise merchant stages an essay 
contest each year on some depart- 
ment or line in his store. This 
stunt can be applied to any line of 


—_———— 
BO copy CONTEST 
Oi ED AN / 
my \"wux \ NEED / 
\ ELECTRIC | 
\ REFRIGERATOR 
Gon 


A WOMAN CAN GIVE FIFTY REASONS FOR THAT” 


retail business. One contest the 
merchant ran was, “Why Do 
Women Wear Hats?” Another 
was “Why Wear Socks?” Suitable 
merchandise prizes were given to 
the winners who submitted the best 
essays of not more than 150 words. 
A hardware dealer can use this 
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TRADE TRAFFIC BUILDERS 


COMMUNITY PROMOTION IDEAS THAT 
IMPROVE RETAIL HARDWARE SALES 


angle very well with an essay con- 
test on the subject, “Why I Want 
an Electric Refrigerator?” or it 
could just as easily be a range, 
ironer, etc. In this way you build 
good will and win prospects, too. 


Father’s Day Contest 


A Father’s Day candid camera 
contest gave one store an excellent 
chance for some good publicity. 
Prizes were awarded for the best 
pictures of “father at work, at 
home or at, play.” All entries had 





SUBJECT: “FATHER AT WORK” 


to be brought into the store. The 
best ones were displayed in store 
windows. 


Outdoor Movies 


More and more towns through- 
out the country are going in for 
the promotions of free weekly out- 
door movies, to attract more busi- 
ness to their stores. In most 
instances, the cost of such movies 
are pro-rated among the business 
men, each individual paying from 
50 cents to $1 per week. In a 
number of instances, merchants 
also stage band concerts and 
dances in connection with movie 
night, and often awards are given 
for attendance. 







This Got Attention 


To call attention to its 50th an- 
niversary sale, one store hired a 
pilot to drop a special aerial bomb 
above the store. It exploded and 
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as / SPLOSION, HUH! 
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made a trerrific noise. Forty-nine 
other bombs were dropped, and 
by the time the last bomb had ex- 
ploded, smoke sky writing adver- 
tised the 50th anniversary sale to 
the thousands of startled, but in- 
terested spectators. 


Camera Fan Business 


One store staged an Amateur 
Photography Night. Camera fans 
were invited to come in and shoot 
all the pictures of the store and 
staff on a certain night that they 





“ENGAGED,ALL RIGHT-CAUGHT "EM 
LOOKIN’ AT HOUSEFURNISHINGS” 

wished. The store even had a sup- 
ply of cameras on hand to loan 
free of charge for the night to in- 
terested picture fans. Everyone 
had to register, and thus a fine 
mailing list was secured. Twenty- 
five dollars in cash prizes were 
paid for the best pictures. 
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A variety of giftwares in 
various price ranges was 
featured in this window. 
Displaying merchandise on 
several levels added to 
its effectiveness. This 
window was designed for 
St. Valentine’s Day, yet, 
with the exception of the 
greeting cards, any item 
shown would make a fit- 
ting gift for any season. 


Built-up displays on 
the aisle tables are 
on glass shelving, a 
feature which adds to 
the bright appearance 
of this department. 


oe 








a. SUALLY at- 


tractive store and window displays, 
of both quality and reasonably 
priced items, are important factors 
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eople Go 


in the good volume enjoyed by 
the housewares department of 
Rollow Hardware Co. The store is 
located in Ada, Okla., a town of 
15,000. Larger cities can be easily 


to Cities to 


reached by car yet this fact is an 
advantage. Mrs. W. H. Rollow, 
wife of the proprietor, does the 
buying for the housewares section, 
based on her knowledge of the 
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wants of the ladies of Ada and vi- 
cinity. Says Mrs. Rollow, “People 
go to the cities to see what is sell- 
ing. When they come back they 
ask us for the same merchandise.” 

Gifts are packaged in attractive 
gift boxes similar to those used by 
jewelry stores, specialty shops, 
etc., and the boxes are labeled. 
‘Rollow’s Gifts” further adding to 
the specialty shop idea. This pol- 
icy helps sell “Rollow’s Gifts” for 
weddings and showers as well as 
for other gift occasions. The store 
is open from 7 in the morning un- 
til 6 in the evening but the 
brightly illuminated windows go 
on telling their story until 10 
o'clock each night. These windows 
attract attention, the year ’round. 
because they are changed about 
once a week. 

Illustrated on these pages are 
dinnerware and pottery displays 
used inside the store. Representa- 
tive pieces, from complete sets and 
odd pieces are shown against a 


grained background on glass 
shelving. Complete sets, with price 
cards are shown on the top of the 
display unit ledges. Table displays 
are made more attractive with 
metal-supported glass shelving for 
showing glass, crystal, aluminum, 
chromium-plated and other attrac- 
tive housewares. 

In addition to odd pieces, alu- 
minum and chromium - finished 





giftwares, crystalware and glass- 
ware, the store features a fine se- 
lection of dinnerware. Dinner- 
ware, which is of American manu- 
facture, includes five open stock 
patterns ranging from $7.50 for a 
32-piece set to $49.95 for a 53- 
piece set. The closed stock pat- 
terns, of which there are about 15 
in the store, start at $3.95 for a 
32-piece set. 








e What’s Selling” 


Says Mrs. W.H.Rollow of Ada, Okla., 
“and when they return they usually 
ask us for the same merchandise” 
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Supplementing the regular 
housewares’ department dis- 
plays in the store is this 
close - to - the - celing dis- 
play niche. An otherwise 
uninteresting wall which 
conceals a_ surplus. stock 
room does double duty. 


Dinnerware is shown 
effectively on glass 
shelving and on dis- 
play racks which are 
supported by the dis- 
play unit ledge. 
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Ay first glance there 


may appear to be little relation- 
ship between a kennel shop, school 
supplies, gift nook and year-round 
toy department. However, these 
four compact departments in store 
No. 6 of W. J. Pettee & Co., Okla- 


homa City, Okla., are related in 


A variety of pop- 
ular priced play- 
things is shown 
on this table. At 
the top are fast 
selling games. 
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that all are traffic builders and im- 
pulse sale creators. Located in a 
newer section of the city than are 
the firm’s other branches, this unit 
of the company serves people who 
have, for the most part, moved 
from other sections of the city 
with fairly complete stocks of 
household goods, garden equip- 
ment, etc. 


Compact 


Four attention-arresting 


sections build traffic 
for branch store of 


W.J. Pettee & Co., 
Oklahoma City 


On one side of the front door is 
a compact kennel shop, utilizing 
a special three-shelf fixture. Gifts 
and novelties, for the most part 
lower priced items, are shown in a 
unit of similar design on the other 
side. The gift nook is primarily 
for people seeking a souvenir or 
bridge prize, who have no definite 
notion as to what they want. 
Hobby collectors seeking such ar- 
ticles as miniature dogs, miniature 
shoes, etc., are attracted by this 
display. Beverage and home bar 
items are always featured while, 
however, new and different items 
of other types are constantly being 
shown. Most of the novelty items 
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Departments Stimulate 
Impulse Buying 


are priced from 15 cents to 50 
cents. 

Although the kennel shop is a 
traffic-building department many 
of the purchases which are made 
there are bought on impulse. 
People will start to leave the store 
and then note dog collars, dog 
leashes and other canine equip- 
ment and will suddenly remember 
that replacements are needed. Col- 
lars are sold mostly at from $1 to 
$1.75, although there are a few 
numbers priced as low as 25 cents. 
Harness sets are sold mostly at 
from $1 to $1.75. Rubber dog 
toys, including such items as 
bones, balls, mice, miniature hy- 
drants, etc., are priced at 10, 15 
and 25 cents. Dog dishes and dog 
baskets are also displayed. 

The year-round toy department 
ie hoilt ap on a display tahle 
which is backed up by asother 
table on which school supplies are 

(Continued on page 94) 
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Sanders and the 
rental service 
are featured in 
window displays 
at the start of 
the season and 
paints and re- 
lated items are 
also featured. 








Rented Sanders and Made 


Varnish sales increased 20 per 


cent while sandpaper sales were 


over a dollar every time that 


Carl Kollmeyer rented a sander 


S sore rentale 


amounted to more than $300 dur- 
ing the first year that a new and 
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more efficient sander was available 
to customers of the Carl Koll- 
meyer Hardware, Fremont, Neb. 
In addition to this, sales of var- 
nish were about 20 per cent higher 


$300 the First Year 


and sandpaper sales averaged 
more than $1 each time the sander 
was rented. 

“Rental of sanders and waxers 
also stimulated other business on 
the entire paint line as well as on 
products closely allied with this 
department,” says Carl Kollmeyer, 
owner. “In our community, a city 
of approximately 12,000 people, 
most individuals own their homes. 
Therefore they have need for a 
sander or waxer now and then. 
This rental service makes our 
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Bridgeport, 
Conn. 








KLEANBORE*HI-SPEED* 
.22 long rifle cartridges 
sell as - a —* a 





You get more profit.... 
shooters get better results ! 


An easy way to step up 
your profits on rimfire am- 
munition is to sell .22 long 
rifle cartridges instead of 
.22 longs. 


Any customer who asks 
for longs is willing to pay 
slightly more than the min- 
imum price for .22 shorts, 
because he wants an am- 
munition with more power 
than the .22 short cartridge 
delivers. Chances are he'll 
pay the slightly extra price 
for long rifles if you ex- 
plain to him how much 
more powerful and accu- 
rate long rifles are. 


But whatever size your 
customer wants, — shorts, 
longs or long rifles, he’ll 
appreciate the extra values 
in power, accuracy, relia- 
bility and barrel protection 
he gets from Kleanbore Hi- 
Speed .22’s. 


(Aavertisement) 
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The ducks are‘gone from Chicago . — 


The City of Chicago now stands on what was 


once one of the best feeding grounds for ducks @& 
Except for a few strays, ducks 7m 


in the country. 
now fly over or around Chicago. 

Countless feeding grounds for ducks and other 
wildlife are now incapable of supporting game. 
In many of these areas, the wildlife population 
cannot be restored. We wouldn’t want to level 
the city of Chicago; not even to help waterfowl! 

But new feeding grounds must be found when 
old grounds are taken over completely by man, 
if the wildlife population is to survive. Areas 
where wildlife of all kinds can find food, shelter, 
and water in a natural environment. 

So much has been accomplished in the past 
few years by government, state and private agen- 
cies; the wildlife population has responded so 
amazingly to the protective and restorative 
measures adopted, that there is danger that some 
of us may think the job has been done. We Amer- 
icans have not yet done all we can do to protect and 
preserve our national heritage of an abundant 


game supply—and we must continue our efforts to ! 


hold the gains already made. 
Remington’s interest in and support of the 


cause of game conservation and restoration is : 


inspired not only by practical economic reasons, 
but by reasons of sentiment as well... the same 
sentiment that is felt by millions of Americans, 
both shooters and non-shooters alike. 
Hardware and sporting goods dealers have 
given the cause of wildlife conservation and res- 
toration strong and effective support. It’s a worth- 
while cause! Present efforts are working splen- 
didly, and greater efforts would produce even 
greater results. Let’s keep up the good work! 











Says Merchandising Mike 








GEE, DAD, | THOUGHT you 
BOUGHT THAT REMINGTON 
MODEL 511 FOR ME ! 





* ‘‘Kleanbore”’ 
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“It pays to 
know what 


about!”’ 





you’re talking 





There are a lot of sales 
principles we all know so 
well — take so much for 
granted—that we forget to 
do anything about them. 
Take informed salesman- 
ship, for example. 

Last week I stopped in at 
a store run by a friend 
of mine. It was closing 
time, and I noticed all 
the clerks were gathered 
together in the back of the 
store. I strolled over and 
found I’d busted in on one 
of the regular meetings 
they hold to discuss and try 
out products they carried, 
in order to get a better idea 
how to sell them effectively. 
They were testing a new 
mechanical gadget, and 
they sure were excited 
about it! I began to under- 
stand then why my friend’s 
store is so successful! 








Here’s a 12-gauge pump 
gun as light as most 20’s 





The new lightweight Medel 31 


For years shooters have 
been clamoring for a lighter 
shotgun. Now, at last, it’s 
here. It’s the new and im- 
proved Remington Model 31 
pump gun. A major ad- 
vance in shotgun manufac- 
ture has made it possible 
for us to offer a Model 31 
gun, 12 gauge only, which 
weighs about 6% pounds 
with 28-inch barrel! 

How do we do it? By a 
new “Aeromet” receiver, 
which combines the last 
word in strength and dura- 
bility with major savings in 
weight. The new and im- 
proved Model 31 is also 
available in regular weights. 
Deliveries begin about 
June Ist. 


and “‘Hi-Speed’’ are Reg. U. S. Pat. Off. by Remington Arms Co., Inc., Bridgeport, Comm. 
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paint department more complete 
and more important to customers 
and it also encourages them to 
buy other goods at our store.” 
An opening announcement of 
the rental service was carried in 
the local newspaper when this ser- 
vice was started. Since that time 
only advertisements or notices 
used have been in the classified 
columns. These have been very ef- 
fective in promoting this business 
and the cost has been low. 
Sanders are most in demand 
from April to July and from Sep- 
tember to November. Floor wax- 


ers, on the other hand, are rented 
every day throughout the entire 
year. 

“We have rented sanders and 
waxers for several years and, in 
every case, rental income the first 
year has more than paid for the 
cost of the machines,” says Mr. 
Kollmeyer. “The first sander of 
the particular brand which we find 
so satisfactory lasted more than 
four years, and this was replaced 
a short time ago by a new and im- 
proved machine of the same 
brand. Maintenance costs on the 
first sander were very moderate.” 





























*WITH THE PURCHASE OF THAT ROD AND REEL WE GIVE 
You THIS BEAUTIFUL MOUNTING BOARD 
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Sanders rent for $2 for a half 
day, or $3.50 for the full day of 
eight hours. Customers call for the 
sander and return it to the store. 
No deposit is required on the ma- 
chine for most of the customers 
are well known at the store. Wax- 
ers rent for 25 cents per hour and 
there is a minimum charge of 25 
cents. Customers must also call 
for and return the waxers. 


Sander Rental 
Builds Extra 
Sales 


ANDER rentals at Baker & 

Son, hardware, amount to 
more than $150.00 per year and 
the extra sales which result are 
two or three times the rental vol- 
ume. Add it all together and this 
represents a decidedly satisfactory 
addition to the year’s total busi- 
ness and profits. 

These results are more impres- 
sive because this outstanding job 
is done in the relatively small town 
of Danville, Ind., a community of 
approximately 2000 population. 

“Our machine more than paid 
for itself the first year,” said C. R. 
Baker, son of the owner. “We 
soon expect to add an edger and 
this will increase our rentals still 
further. The extra sales that fol- 
low sander rentals is the most 
fascinating part of this business. 
[very time the sander goes out we 
make a sale of sandpaper of ap- 
proximately $1.50. More than 75 
per cent of the time extra sales of 
floor wax, paint, varnish, stains. 
and other finishing materials are 
made.” 

Several rental rates are made 
depending upon the length of time 
the customer uses the machine. 
For example, day rental charges 
are $3.50, for the evening $2.00, 
for a day and evening a charge of 
$5.00 is made. Customer must call 
for the machine and return it, and 
must also sign a receipt for the 
sander. 

The most active rental period is 
in the spring during the months 
of April and May. Another peak 
in this volume is reached in the 
early fall during September and 
October. 
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Demonstration stoves are delivered with this inexpensive 
trailer attached to the car of Salesman A. R. Henderson. 


“Sales From Demonstrations 


Average One Out of Four” 


P. E. Snyder & Son, Blanchester, 
Ohio, finds results when 
bottled gas ranges are shown 


D EMONSTRA- 


TIONS, whereby customers learn 
for themselves the benefits and ad- 
vantages of bottled gas cooking, 
are boosting volume on ranges and 
gas for P. E. Snyder & Son of 
Blanchester, Ohio. 

The one salesman, who is a 
range and gas specialist, receives 
$3.00 every time a demonstration 
unit is placed in a. home. This is 
done to stimulate the salesman to 
give more demonstrations and to 
provide some income for him from 
this type of work when sales are 
not made. 

Following the first 20 demon- 
strations. five prospects purchased 
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ranges and gas equipment totaling 


more than $685. Many of the 


persons who used the demonstra- 
tion units are good prospects for 
a later time. One customer pur- 
chased a large quantity of rock 
wool and a complete bathroom 
outfit for the home in addition to 
the cooking equipment. 

“Sales from the demonstrations 
are averaging one out of every 
four,” says P. E. Snyder, owner. 
“This should increase as we be- 
come more familiar with this 
method of selling and can plan our 
demonstrations more carefully.” 

Six small stove units are avail- 
able for home demonstration. Gas 





P. E. SNYDER 


is supplied free to the customer by 
the company. The stove is usually 
left in the home about five or 
six days. The salesman calls at 
the end of this time and tries to 
close the deal. 

The salesman receives commis- 
sions on all sales in addition to 


the flat $3.00 fee for making 
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Interior display is decidedly important with this line 
and a complete presentation of all models is desirable. 
Here the ranges are shown toward the rear of the store. 


demonstrations. Five per cent 
commission is paid on the first 
$100.00 of the sale and 10 per cent 
on all over that figure. In addi- 


tion to this, the salesman receives 
a 5 per cent commission on sales 
of any other merchandise when it 
is made if he directed the prospect 


to the store or had some part in 
developing the new business. 

“We have approximately 
$200.00 invested in the six demon- 
stration ranges and accessory 
equipment,” says Mr. Snyder. 
“Two or more of these can be 
carried on the second-hand trailer 
used on the back of the salesman’s 
car. Our representative delivers 
these stoves, installs them, calls 
for them, and tries to make the 
sale of the range best suited for 
the customer's needs. 


Service 860 Homes 


“Range and bottle gas business 
is big business in our section of 
the country, which is largely a 
farming district with numerous 
small villages throughout. We are 
servicing more than 860 homes in 
our trading territory now with 
bottled gas, and we cover sections 
25 and 30 miles distant from Blan- 
chester with this service.” 

Interior display is most impor- 
tant in establishing the fact that 
the company is headquarters for 
this line of merchandise. The 
major display of stoves is located 
at the rear of the store. A wide 
variety of bottled gas and other 
ranges are on display, and this 
stock is maintained at all times. 


Window Displays Help Sell Cream Separators 


ROM 25 to 30 cream separators, 

mostly around $35.00, are sold 
each year by Evans Hardware, Ada. 
Okla., a town of 15,000. Twice a 
year—in February and October 
for a period of about two or three 
weeks, cream separators and other 
dairy supplies occupy an_ entire 
show window. 

Don Evans, proprietor of the 
store, says, “We finance sales, when 
required, but most of the sales are 
for cash because of government 
loans. As yet, we have never had to 
demonstrate a separator in order 
to make a sale. The price of our 
line and the simplicity of its opera- 
tion are factors that particularly 
interest people. If you offer people 
separators with good capacity, at a 
good price they will be interested. 
We display separators in our win- 
dows early and it pays to do it.” 
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Displays like this in its windows, twice a year, help the store sell 25 to 
30 cream separators and other dairy supplies. 
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BWK4-6-B BWK8-B (FREE) 





CONTENTS OF THE 2“2LEX ASSORTMENT: 





2 BWK8-B @ $3.45 . $6.90 All models supplied with upper and lower 
1 BWE8-B @ 5.45... 5.45 bowl covers, Dippex, and 12 stringless 
1 BWK4-6-B @ 295..2.95 cloth strainers. Moldex table mat with 


. kitchen range models. Pyrex brand glass 
1 SAE8-TI with tray @ 7.45 . . 7.45 used exclusively. “Self-timing” stove on 


1 BWK8-B @ 3.45 __. 3.45 FREE all electric models. Moldex buffet tray 
$26.20 and “Anyheet” temperature control with 
$26.20 VALUE FOR $22.75 LIST Saratoga (SAE-8-TI) 


LIST VALUE $26.20 DEALER COST $13.65 PROFIT $12.55 or 48% 








For every dealer, large or small, here is the greatest profit-making Silex Glass Coffee Maker 
Assortment ever offered! You get a $3.45 Bretton Model ABSOLUTELY FREE! ... when you buy 
five popular Silex Glass Coffee Makers . . . All fast-selling, wide neck models! No “lemons” here! 
Buy 5 ~ get 6!! See your jobber or write to us, giving us the name of your Silex jobber. Do it TODAY! 


DEALER HELPS — FREE. Silex packs with each assortment one powerful sales pulling 4-color 
PT, process display card for counter or window use; one large 2-color window streamer 
that’s sure to bring in customers; and 50 each of two different 2-color envelope en- 
closures for counter use or for mailings. Newspaper mats available. 


SEE THE SILEX DISPLAY AT THE NEW YORK HOUSEWARES SHOW BOOTHS 
Nos. 169 — 171— ATLANTIC CITY AUDITORIUM — JULY 13-18. 











THE SILEX COMPANY “eo : 


HARTFORD, CONNECTICUT 


CREATORS OF THE GLASS COFFEE MAKER INDUSTRY 
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Shelves of varying sizes and 
heights add to the effective- 
ness of this display. The va- 
riety of items offered here is 
emphasized by showing both 
large and small wheel toys on 
the same shelves. 





Tilting the 
on display serves to call 
the attention of shoppers 
and people who are “just 
looking around” to a wide 
and attractive assortment 
of games for the children. 










various items 












Here’s a Toy Department 
That Is Always Active 


M. toy depart- 


ments reach their sales peak dur- 
ing the Christmas selling season. 
Toys are very good sellers in the 
Bunting Hardware Co. branch at 
1014 Grand Avenue, Kansas City. 
Mo.. at Christmas time but are 
also responsible for some volume 
the rest of the year. 

Frank H. Spink, president of 
the company, says, “People get 
acquainted with our toy depart- 
ment at Christmas time and re- 
member it when there are birth- 
days and parties. People come to 
look at some hardware and when 
they walk around and see the toys 
they think of their youngsters.” 
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Bunting Hardware Co’s. branch 
store attracts toy customers 
at Christmas and they remem- 
ber it when birthdays arrive 


Where possible, the store not 
only meets but beats competition 
on its toy lines. Prices are plainly 
marked on all items, and while 
they are more scientifically 
grouped for the Christmas season, 
their arrangement during the other 
seasons of the year follows a logi- 


cal pattern. Since odd prices inter- 





est the majority of shoppers, such 
prices are featured wherever pos- 
sible. For example, games are 
shown at 19 cents, 39 cents and 43 
cents. With the exception of wheel 
goods, toy department items are 
chiefly priced at from 10 cents to 
$1.50 and $2. Particular emphasis 
is made on 50-cent numbers. 
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The trend in farm 
building is to Steel 
sian 


to make every 
rig a smart buyer se peace the ideal ma- 
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...and there's real business in it for you 








HY not cash in on this-trend? Steel roof- 


ing has already won wide approval. Steel * JS , 

g . iatidistans - For example. .« this steel cattle shelter can 
bring you a lot of business in steel roofing and 
siding sheets. 


siding is gaining in popularity every day. And 
it all adds up to good volume in sheet business 
for active dealers. When one of your customers 
plans to build or modernize his buildings tell 
him about the economy of steel. Offer him free 
plans that we provide. 

It will pay vou to let customers know that 


you handle steel sheets that are famous for long 





life. Stock a supply of U-S-S Roofing and 
Siding Sheets. Use our displays and folders to 34 squares of StormSeal Roofing. ° 


make your store headquarters for them. And 135 lineal feet of plain ridge roll and ridge angle. 


° , 18 squares of U-S-S Corrugated Siding. 
write us for your copies of the free plans that 


are available at no cost to you. In addition to this sheet business there 1s sales volume in 302 Ibs. of 
nails, 73 feet of gutter, 16 feet of downspout and accessories, bolts, 


ware flashing and other items. 
U-S-S STORMSEAL ROOFING has won wide approval be- 


cause it provides all the advantages of ordinary steel Complete Plans of this Shelter are Available at no cost to you. This 
‘ plan, and similar plans for other buildings are part of the Farm 
Plan Service of our Agricultural Extension Bureau, 621 Carnegie 
Building, Pittsburgh, Pa. Write us for free copies 


roofing plus important leak-proof features. We have a 
display that shows how StormSeal is designed to prevent 
roof leaks in the worst weather. Ask your jobber, or 








write us, for your display board today 


U'S°'S STEEL ROOFING AND SIDING 


CARNEGIE-ILLINOIS STEEL CORPORATION, Pittsburgh and Chicago 
AMERICAN STEEL & WIRE COMPANY, Cleveland, Chicago and New York 
COLUMBIA STEEL COMPANY, San Francisco 


United States Steel Export Company, New York 
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Shadow boxes spotlight seasonal goods. Walls 
are built flush to front end of fixture tops. 


: d C OMPLETE mo d- 
dernize ernization of the Wild Bros. Hard- 
O ware Co. store, Evergreen, Ala., 


brought about many beneficial re- 
sults to customers as well as to the 


° S owners of the enterprise. As a re- 
tS sult of new fixtures and their mod- 
tore ern arrangement, more than 90 


per cent of the stock was put on 
display where only 10 per cent 


nt was shown before. 

90 er 2 One of the most important re- 
sults was the reduction in inven- 
tory of more than $4,000. This 
was possible after the stock was 

k arranged in the new equipment. 

Its Stoc Heretofore, duplications in stock 

O often occurred because the goods 
. were not arranged in departments. 

It is almost impossible for this 


e Co Evergreen, condition to occur in the new store 
*) 


tory with reasonably good stock main- 
inven tenance. 

Ala has also reduced l b siness The most modern hardware fix- 

“9 ater cash Us . tures, lighting equipment and in- 

does a gre terior finishing materials have 

been used in the new store. One 

distinguishing feature is the fiber 


Wild Bros. Hardwar 


and 
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board ceiling and walls which pos- 
sess light reflecting and unusual 
acoustical properties. Side walls 
are built flush with the front edge 
of the fixture top. This eliminates 
the merchandise display above the 
fixtures but customers’ attention is 
directed to the merchandise in the 
fixtures themselves, a feature that 
is decidedly worth while. 


Shadow Boxes 


Shadow boxes for the display of 
seasonal merchandise are built in 
the sidewall above the fixture. 
These spaces are located about 15 
ft. apart. 

The fixtures are finished in light 
oak and are trimmed in dark oak. 
Step-up displayers are used on 
most of the tables and these are 
equipped with glass partitions in 
order to use space economically 
and maintain attractive merchan- 
dise displays. Both small price 
cards. and large show cards are 
used on the tables. 

Several special fixtures are used 
to show some line of mechandise. 
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Electrical supplies and fixtures are on tables at the front. 
Merchandise of interest to men is on the store’s right side. 


Lawn mowers are show nona spe- 
cial floor display, and an unusual 
canopy unit is used to present 
lighting fixtures of all types. A 
table designed for nails with 
drawers for the stock is also used 
as a wrapping counter. Then there 
is a sidewall fixture for cleaning 
goods which simplifies the stock- 
ing and showing of that line. 

Equipment, for the most part, is 
quite flexible with many of the 
sections adaptable for different 
lines during the various seasons of 
the year. This feature of the equip- 
ment makes for greater flexibility 
and therefore greater ability to 
carry out merchandising plans as 
supplied by the wholesaler or 
manufacturer. 

Illumination in the store could 
almost be classified as brilliant. It 
is rated at 25-ft. candles which is 
about four times higher than the 
average. Special illumination is 
built into many of the sidewall 
cases to properly set off the goods. 

“This business, which was es- 
tablished in 1898, arrived at the 
crossroads and the big question 


-to modernize,” 


was whether to modernize or not 
said T. E. Cham- 
pion, secretary-treasurer. W. H. 
Wild, president, and I are both 
over 60 years of age and the temp- 
tation might be to take it easy and 


go along as we were. We realized 
that this would be a standing in- 
vitation! for some modern organi- 


zation to open a modern store, so 
we decided to 
wanted the business to go on and 


remodel as we 


now we know this-was a wise step. 


More Cash Sales 
“We receive many compliments 
from our customers and from 
other merchants on our 
changes. One thing we notice is 


retail 


that more people pay cash for 
small purchases, and we believe 
that the reason for this is that 
people expect to pay cash for 
items so displayed.” 

Fixtures and general layout for 
the store were supplied by the 
Dealer Service Department of Hib- 
bard, Spencer, Bartlett & Co., 


Chicago. II. 














Show Housewares for June Brides 


and Out-of-Door Merchandise 


HARDWARE AGE Original Window Display IDEAS 


Ler’s Have A 

= és 
Priemic 
HERES EVERYTHING YOU 
NEED, BUT THE FOOD 





PICNIC GOODS WINDOW 


Merchandise: Picnic stoves and broilers, sacks of charcoal, portable radios, wire 
broilers, long handled forkss, frankfurter roasters, vacuum bottles, food jugs, flash- 
lights, batteries, coffee pots, horseshoes, quoits, paring knives, salt and pepper shakers, 
cake turners, paper towels, wax paper, napkins, paper plates and cups, table cutlery, 


picnic baskets. 


Background: Center panel 


of canary yellow corrugated board or wallboard 


material painted. Side panels of light green. Cut-out letters in black or navy blue. 


' ITH the coming 


of warm weather and sunny days, 
people immediately think of get- 
ting out into the open. One of the 
most popular forms of enjoying 
the outdoors is the picnic, In 
many communities picnics can be 
arranged almost on a moment's 
notice and it is not necessary to do 
more than move into the yard to 
enjoy the pleasures of eating out 
of doors. 


6 


Ihe housewares department of 
every hardware store carries most 
of the items needed for the picnic. 
The thing most dealers fail to do 
is to promote these related items 
and tie them up with the event in 
question. Here is one case where 
the desire or need for one item 
usually leads to the sale of other 
related items. 

One window in this section 
shows a suggested arrangement of 
this type of merchandise. To tie in 
with a display of this type, a table 
showing similar merchandise 
should be set up in the store. Be 


sure to use the grass mats on the 
floor of the window and, if a plat- 
form display is used inside to 
show outdoors cooking equipment, 
see that some of the same mats are 
used on the platform there. Grass 
mats will provide a proper settting 
for this merchandise. 


Events for June 


The following national and sec- 
tional celebrations are scheduled 
for the month of June. Hardware 
dealers will find promotional op- 
portunities in many of them. Se- 
lect those in which you can partic- 
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GIVE ME THE 


WHITE 


STEEL TAPE / 





MAKE MINE 


tHeWHITE 


STEEL TAPE / 


PLAYS TO 20,000,000 AUDIENCE 


The K&E FAVORITE WYTEFACE*adver- 
tising campaign—the biggest ever put 
behind a steel tape—is being seen 
by 20,000,000 people all over the 
country. 


This advertising creates a demand 
among your customers—a demand that 
means sales for you! One look at 
WYTEFACE and your customers knou 
this sensible steel tape is easy to read- 

its sharp, black numbers and gradua 
tions are on a crack-proof white sur- 
face, bonded to the steel .. . protected 


from rust! WYTEFACE is easy to clean 
hard to kink... built for long life! 


Make this K&E WYTEFACE advertising 
campaign pay off for you in sa/es—just 
as it does for other dealers throughout 
the country! Stock... Display... Feature 
K&E WYTEFACE steel tapes! Be sure to 
get—and use—the FREE 3-color K&E 
WYTEFACE metal display sign. 


Ask your jobber—or write us—for 
illustrated folder, complete prices and 
a free sample of the line. 


EST. 1867 


KEUFFEL a ESSER CO. 


NEW YORK~—HOBOKEN, N. J. 


CHICAGO ST. Louts SAN FRANCISCO 





*TRADE MARK 


LOS ANGELES - MONTREAL 





DETROIT 


WYTEFACE 


TRADE MARK 


STEEL MEASURING TAPES 
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ipate and schedule the store's 
activities in order to make the 
extra efforts as 
possible : 

National Dairy Month. 

June 3——Jefferson Davis Birth- 
day. 

June 14—Flag Day. 

June 14—Children’s Day. 

June 15—Father’s Day. 

June 15 to 21—-Send a Child to 
Camp Week. 

June 21—First Day of Summer. 

June 23 to 28—National Swim 
for Health Week. 

June 29 to July 5 


productive as 


Tea Week. 


June Brides 


June is the month of brides. 
With young couples starting their 
homes at this time, almost every 
item in the housewares department 
will be in demand. Show some of 
the inexpensive items that are used 
every day. Such goods make ex- 
cellent shower gifts. 

A suggested kitchen shower win- 
dow for this month is shown in 
this section. Note that the mer- 


DONT LET SHELVES AND 
CORNERS CREATE BAD 
IMPRESSIONS lt 








chandise selection consists mainly 
of items usually sold for one dollar 
or less. Promote the kitchen 
shower idea in your city. Also 
present your regular gift items. 
Some hardware dealers make 
special efforts to contact prospec- 
tive brides while they are making 
plans for their home. Letters and 
direct-mail folders are very effec- 
tive in informing them of you 


complete housewares’ stocks and 
other items they will need. An ex- 
perienced saleslady in the house- 
wares department can be a most 
helpful adviser, make new custom- 
ers for the business, and save the 
customers money through her sug- 
gestions and selection of merchan- 
dise. 


Show Card Holders 


Talking show cards improve any 
table display in that they enable 
the customers to know something 
about the merchandise shown as 
soon as they look at the display. 








Cards should be used on the fea- — 
ture items arranged on the ends 

and also on the goods shown in ( 
the center of the table. 

Upright card holders, 7 by 11 da 
in., are ideal for table ends. They qu 
give adequate space for selling an 
copy and ample space for atten- ca 
tion-getting prices. For the center th: 


of the table either a 7 by 11 in.. 
or 11 by 14 in., landscape card 
holder is most satisfactory equip- 
ment. 
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JUNE BRIDE SHOWER WINDOW 


Merchandise: Coffee makers, egg beater, food chopper, collander, wire dish rack, 
flour sifters, paper towels, wax paper, cutlery boxes, bread boxes, can opener, ice 
box set, water jugs, glass bowl set, iron board cover, dish pan, whistling tea kettle, 
tea pots, skillet, cookie sheet, step-on-garbage cans, canister set, waste basket, bun 
warmer, cake covers, rolling pin, ricer, strainer. 


Background: Center panel of canary yellow corrugated board or wallboard 
material painted. Side panels of light blue. Cut-out letters in medium or navy blue. 
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FOLLOW ME 
| ROLL 
ON BALLS 






BALL BEARING 


CASTERS 











LD-FASHIONED casters belong to the horse and buggy days and 
are no longer used by people who take pride in their homes. Up-to- 
date casters are “Arme’ Ball Bearing Casters which roll smoothly, 





quietly and easily in any direction. They protect floors, rugs, carpets q 

and add a modern note to furniture. Sell your trade “Armes”. Double ' 
caster sales and profits. Just roll an “Arme” along the counter or let A » . 
the customer do it and the sale is made. 1 s 


THE SCHATZ MANUFACTURING CO. 
POUGHKEEPSIE, N. Y. 


Detroit Office: 2640 Book Tower @ Chicago Office: 902 S. Wabash Ave. 
Cleveland Office: 402 Swetiand Building 


RIVETLESS SOCKET 
Scoops & Coal Shovels 


Another Exclusive ‘“Ames” Improvement bi 

















FEATURES: 


Smooth Socket..no sharp or rough edges. 
2—Less chance of handle breakage. 
3—Easy to rehandle. 
4—Handle securely fastened to shovel by a 
rivet at frog. 

5—Lower end of handle covered with metal 
cap which protects handle. 

Furnished in All Grades 


AMES” PRODUCTS 


_ 
AME >. SHOVELS ... SPADES 
pn 7 SCOOPS... FORKS 


1774 HOES... RAKES 
Tied POST HOLE DIGGERS 
AGRICULTURAL HANDLES 


AMES BALDWIN WYOMING CO. 


PARKERSBURG, W. VA. . NORTH EASTON, MASS. 
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ADVANCES 


Mill run files. Bolt clippers. 


Socket head set screws. 


Some lawn sprinklers. Luggage. 

One line tackle boxes, minnow buckets. 

White lead in oil. Turpentine. Metal lath, etc. 
Combination padlocks. One line coffee makers. 

Hose nozzles. Clincher couplings. Clincher menders. 
Bits, micrometers, mitre boxes, etc. 

Aluminum oxide grain “emery”. Linseed oil. 


One line revolvers, pistcls. 


Paint brushes. 


Cap and set screws. Galv. conductor elbows. 


Semi-finished S.A.E. nuts. 


Small rivets. 


Fence posts. Galv. steel pipe. Cap screw wrenches. 





Files — Mill run file prices, to 
the dealer, have been advanced ap 
proximately 10 per cent. 


* * 


Bolt clippers Bolt clipper 
prices were advanced about 10 per cent 
last month. 

* « 

Lawn sprinklers Certain 
numbers of lawn sprinklers have been 
advanced 5 to LO per cent. 

* * 

Luggage On April 15 some 
makers raised luggage prices 5 to 10 
per cent. 

* . *. 

Tackle boxes, ete. One maker 
of tackle boxes and minnow buckets 
has advanced prices 7's per cent. 
Prompt deliveries are not assured. 

* . ” 

White lead in oil-—As of April 
26 prices on white lead in oil were 
advanced '% of one cent per pound. 

+. * 

Turpentine An advance April 
9 of 2 cents per gallon on turpentine 
restored the 1941 high basis reached 
Jan. 17, and raised the price 4 cents per 
gallon above this vear’s low level 
reached in February and March. 

* * + 

Combination padlocks—Bemis 
& Call Co., Springfield, Mass., has an- 
nounced advances averaging from 10 


50 


te 12 per cent on its Sesamee combi 
nation padlocks. Discount rates remain 
as before. 

* - *« 

Coffee makers-—The Silex Co., 
Hartford, Conn., has advanced list 
prices 50 cents on its line of coffee 
makers. At the same time a number 
of models were discontinued. 





ADVANCES 
EXPECTED 


Furniture. Paint. 





Small precision tools —Prices 
on small precision tools made by Brown 
& Sharpe Mfg. Co., Providence, R. L., 
were withdrawn and as of April 21, all 
prices were made net, instead of less 
10 per cent to the consumer. 

* Xt 

Hose nozzles, etc. As of 
April 10 some manufacturers advanced 
prices of hose nozzles 5 to 10 per cent. 
Clincher couplings were advanced 7 per 
cent, clincher menders were increased 
9 per cent. 

* a cg 

Galvanized bale ties — Effec- 
tive April 8. American Steel & Wire 
Co., Cleveland. Ohio. announced a new 
list of extras for galvanized bale ties 





over black, averaging 30 cents per 10U 
Ibs. increase. On No. 14 ties, the extra 
for galvanized has advanced from 55 
to 85 cents per 100 lbs. over black. and 
on No. 15 from 65 to 95 cents. 


* * * 


Corrugated and formed roof- 
ing, etc.—Effective April 16 American 
Steel & Wire Co., Cleveland, Ohio, is 
applying the less-than-carload quantity 
extras on galvanized formed roofing 
and siding, and flat sheets, to mixed 
cars of these items when shipped with 
wire products. 

% * © 

Metal lath, ete.—As of April 
10 Milcor Steel Co., Milwaukee, Wis., 
has announced the following changes: 
“One cent per sq. yd. advance on al! 
types of metal lath except No. 3, % in. 
Stay-Rib. One dollar per 1000 lineal 
feet on corner lath, strip lath and cold 
rolled channels. $2.50 per 1000 lineal 
feet on Milcor Steel studs (except 6- 
inch size which advances $1.00 only).” 


* * * 


Bits, micrometers, etc.-—As of 
April 2 prices on some items made by 
Millers Falls Co., Greenfield, Mass.. 
were advanced on an average of 10 per 
cent. Advances applied to some num- 
hers of bits and augers, mitre boxes, 
calipers, spring dividers, gages, steel 
letters and figures, levels, micrometers, 
planes and other items. 


* * * 


Aluminum oxide grain “em- 
ery” —-Jobbers have received a sharp 
increase, about 33 1/3 per cent, on 
aluminum oxide grain “emery.” This 
material is in heavy demand both for 
domestic defense work and for export 
to England, and the consequent scarc- 
ity seems destined to become worse. 
The manufacturers who put up this 





PRICES 
WITHDRAWN 


Sash cord. Clothes line. 
Hot galv. bolts. 
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HOW 

THIS 

TOOL 
SELLS 
ITSELF 


Hand your customer this 
Greenlee “Setfast” Expansive 
Bit. Let him adjust the cutter 
by a quick easy motion of the 
thumb, and show him how a 
quarter turn of the eccentric 
pin with a screw driver, presses 
barrel against cutter, locking it 
so that it really stays locked. 
Just mention the wide, open 
throat, an important Greenlee 
feature, which permits free, fast 
clearance of chips. 


And that’s all there is to it. 
Your customer will be quick to 
see the advantages of this 
Greenlee Expansive Bit, and 
your selling job is done. Write 
today for more information 
about this tool and the complete 
line of Greenlee Tools for the 
craftsman. 














STOCK IT---SELL IT 


@ EASY TO ADJUST 
@ LOCKS SECURELY 
@ WIDE OPEN THROAT 
@ FREE CHIP CLEARANCE 
@ NO CLOGGING 

@ FAST CUTTING 

@ EASIER BORING 


GREENLEE TOOL CO. 


1715 COLUMBIA AVE. * ROCKFORD, ILLINOIS 


Tools That Stay Sold! 
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HINGES 


AND WROUCHT STEEL 


HARDWARE 





NO.1735 
Wrought Stoel Se Door Sers 


Quality Products Manufacture 


NO.1925 


Wrought Stee! G 


Since 1899 


GRIFFIN 


Manufacturing Company 


ERIE, PENNSYLVANIA 


ge Hardware 









AGENTS 
BOSTON: 100 Purchase St. 
SAN FRANCISCO: 703 Market 6t. 


WEW YORK: 45 Warren St. 
CHICAGO: 162 W. Clinton St. 

















...GIVE MEA 


Master 
BIKE LOCK 


for Real Protection 





The boy who can least afford to 
lose his bicycle is the one who 
should have the best protection. 
Sell him a precision-built Master, 
with real locking security. It’s a buy! 


Make sales faster with 
Master Padlocks 











35¢ RETAIL 


25¢ RETAIL 50c RETAIL 
No. 5517 No. 4717 No. 517 
55” self-lock- 51%” self-locking, 7” adjustable, re- 


movable shackle. 


ing, extra-wide manganese - steel | 
Laminated steel | 
} 
| 
| 
} 


shackle. Multi- shackle. Double 
Spring security. steel case. case. 





MASTER LOCK COMPANY 
Worlds Leading Tadlock Manugacturcrs 
MILWAUKEE + WISCONSIN 
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“emery” in cans for shipment also re- 
port that can supplies are slow in ar- 
riving, adding further to the delay in 
distributing this product. 


* * > 


Copper wire nails, ete. — On 
April 16 American Steel & Wire Co. 
made effective a basing 
system, namely, f.o.b. mills at Cleve- 
land, Ohio, Joliet, Ill., Allentown, Pa., 
On 100-lb. ship- 
ments or over, freight will be allowed 
not to exceed 50 cents per 100 Ibs. from 


new freight 


or Worcester, Mass. 


the above points. 
% oS oa 


Revolvers and Pistols —- Har- 
rington & Richardson Arms Co., Worces- 


ter, Mass., effective April 4, an- 
nounced a 10 per cent advance, limited 
to revolver and pistol numbers. This 


mark-up follows a smaller advance, last 
November, and the new schedule means 
that H. & R. revolvers will 
tailers approximately 18 per cent more 


cost re- 


than a year ago. 
te te ye 

Paint—The heavy increase 10! 
cents per gallon) in linseed oil since 
January | 
date, an 
Distributors 
purchases during the past few months, 


may bring, at almost any 


increase in prices on paint 


lines. have made heavy 
showing a general appreciation of the 
fact that the present low costs cannot 
long be maintained. 


& * te 


Builders’ and shelf hardware 
Jobbers 


number of mail orders for these lines, 


report an unusually large 
arriving from dealers, and indicating 
an unexpectedly early sell-out of retail 
stocks, with an demand 
which does not permit waiting for reg- 


urgency of 


ular salesmen’s visits to replenish. A 
moderate advancing trend continues in 
some shelf hardware lines. 

; 


* * * 


Sash cord, clothes lines 
More companies last month withdrew 
all quotations on sash cord and clothes 
lines, having sold ahead to such a large 
extent as to be unwilling to place def- 
inite prices upon any additional com- 
mitments at this time. Between last 
September and April 1, about six mark- 
ups had occurred on these goods, prior 
to the These in- 
creases totaled about 4 to 5 cents per 


price withdrawal. 
Ib. on sash cord, up to 60 cents per 
dozen on 100-ft. clothes lines and up 
to $3.60 per gross on 50-ft. competitively 
priced lines. 
* a * 

Paint brushes—Effective April 
14, a leading brush manufacturer noti- 
fied its distributors of a flat 12% per 
cent increase in all its brush items, 
due to continued and substantial in- 
creases in the prices of imported Chin- 
ese bristles. This advance applies above 


the Nov. Ll, 1940, price schedule. It 
is hoped that the acute supply situation 
will prove temporary, but in the mean- 
time the manufacturer reserves the right 
to make further changes without notice. 
Any new brush orders will be subject 
to their acceptance or revision, depend- 
ing upon conditions prevailing at the 
time of their receipt. 
<« + * 

Cap and set screws—FEffective 
April 7, Cap Screw Co., 
Cleveland, Ohio, published a new price 


Cleveland 


list advancing base discounts as follows: 

Socket head cap screws, new base 49 
per cent; formerly 52 per cent. 

Cap screw wrenches, new base 54 per 
cent; formerly 57 per cent. 

Socket head set screws, new base 54 
per cent; formerly 57 per cent. 

At this time there were no further 
changes on regular square head set 
screws or on hexagon or flat and fil- 
lister head cap screws. 


+. * * 


Conductor elbows —- Effective 
April 12, one company advanced prices 
elbows and 
5 “points.” The new trade or 


on galvanized conductor 
shoes 
“resale” prices compare as follows, with 
former figures, on plain round and 
round corrugated elbows: 

28 gage, now 50 per cent; formerly 
55 per cent. 

26 gage, now 40 per cent; formerly 
15 per cent. 

24-gage, now 15 per cent; formerly 
20 per cent. 

Corresponding mark-ups were an- 
nounced on Armco and Toncan metal. 
Copper elbows have been advanced to 
40 per cent, formerly 45 per cent off 
copper lists. 

a « 

Furniture 
on most lines of furniture is substan- 
many temporary 
withdrawals of furniture items 
are considered unavoidable. Manufac- 
turers preparing their lines for display 
at the May markets hint that wholesale 


furniture quotations will be from 7 to 


The trend of prices 
tially upward, and 
metal 


10 per cent above those established at 
this year’s This 
means that many standard pieces will 
be selling at 10 to 15 per cent above 
1940 spring quotations, since moderate 


mid-winter shows. 


increases were already in effect at the 


January exhibits. Retailers are having 


to rely more fully upon their own 
stocks, because of slowing deliveries 
from manufacturers. 
& of ot 
Bolts and nuts —- A leading 


maker recently issued new discount 


schedules which 
semi-finished S.A.E. nuts and on small 
rivets. Prices were withdrawn and are 
now quoted only on application on hot 


Semi-finished S.A.E. 


showed changes on 


galvanized bolts. 
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Steel Price Ceiling 


Steel companies probably will make no concerted effort to obtain 
relief from Price Administrator Henderson’s order of April 17 
pegging steel prices at the March 31 level, said The Iron Age in 
its April 24 issue. Nor is there any indication that any company 
will contest the legality of the price ceiling by court action or by 
openly defying the order. When the Price Administrator’s order 
was unexpectedly issued some of the major steel companies were 
making studies to determine the price advance necessary to com- 
pensate in part for the recent wage increases. Studies of the effect 
of the wage increase on costs and earnings are being made by all 
companies and in due time the results will be presented to the 
Office of Price Administration with requests for relief. It does not 
seem likely that a horizontal price increase will be advocated, but 
that situations which exist in certain products will be the basis 
for an appeal for permission to make price adjustments. 


Pig iron prices were not included in the steel order, but action 
may still be taken to freeze these. 


Greatly complicating other problems is the loss of production 
of coke, pig iron and steel by the steel industry as a result of the 
continuance of the bituminous coal strike. The loss of pig iron 
has brought curtailment of steel making. An effect of this curtail- 


LARGE STOCKS... 
UNIFORM HIGH QUALITY 
IMMEDIATE SHIPMENT 








ment is to increase unfilled tonnage at the mills. Further increase 
is occurring because of the continued receipt of new business in a 
volume exceeding shipments. Direct and indirect defense business 
is estimated by some mills at as high as 80 per cent of their total 


incoming orders. 





nuts, diameters 7/16 in. and smaller 
were advanced from 70 per cent base 
to 68 per cent base and diameters 2 
in. to 1 in. inclusive were advanced 
from 65 per cent base to 64 per cent. 
Small rivets, 7/16 in. diameter and 
under were advanced 10 per cent. 


* * * 


Fence posts ——- Effective April 
>, American Steel & Wire Co. issued 
new schedules on American and Junior 
galvanized tubular fence posts, with 
prices f.0.b. Pittsburgh advanced $10.00 
per ton, and f.o.b. Chicago, IIl., $5.00 
per ton. On the same day, extras for 
galvanizing angle, tee and U posts were 
increased to $45.00 per ton over painted, 
1s against the former extra of $35.00 
per ton. Another maker has withdrawn 
prices on steel fence posts, announcing 
that orders received by them hereafter 
will be priced on the basis prevailing 
it time of shipment. 


~ be 


Steel lines Important price 
changes in steel lines have recently 
been confined largely to galvanized 
products, and for the most part these 
were published before the limitation an- 
nouncement was made by the Price 
Stabilization Division. Galvanized steel 
pipe was advanced three discount 
“points,” or about $6.00 per ton, by 
leading manufacturers, effective April 
10. No change was made in the dis- 
‘ounts on black pipe, the spread be- 
tween galvanized and black now being 
sharply widened. It is reported that on 
the base (1 to 3 in.) diameters of gal- 
vanized pipe the three “point” discount 
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increase is equivalent to about 7.4 per 
cent increase in the nets. 
* * * 

Lumber demand exceeds pro- 
duction — The Department of Com- 
merce reports that the first quarter de- 
mand for lumber, increased by defense 
needs, was substantially greater than 
the rate of production. Consumption 
during the first quarter was 22 per cent 
ahead of the 1940 comparison, and pro- 
duction in nearly every week has lagged 
behind new orders. 

+ * * 

Copper rivets—-It is becoming 
increasingly difficult to obtain prompt 
shipments of copper rivets. 


ae * * 


Cutlery — Most cutlery makers 
are still far behind with deliveries. 
Some manufacturers of household cut- 
lery advise that mills will not accept 
any more orders for stainless steel. In 
some instances, a change in the rivets 
on household cutlery numbers has be- 
come necessary, due to shortage of 
nickel silver, and to advanced prices 
on. brass. 

* * ” 

Galvanized sheet steel -- The 
common merchant form of steel now 
furthest behind and most difficult to 
get is galvanized sheets. Leading mills 
now have on their books all the galvan- 
ized sheets which they possibly can 
produce during the rest of 1941, and 
unless spelter supplies become easier, 
some mills revort that it will take them 
8 to 10 months to complete orders al- 
ready in hand. All recent orders have 
heen accepted only subject to prices 


Principal products include — Alloy 
Steels, Tool Steels, Stainless Steel, Hot 
Rolled Bars, Hoops and Bands, Beams 
and Heavy Structurals, Channels, 
Angles, Tees and Zees, Plates, Sheets, 
Cold Finished Shafting and Screw Stock, 
Strip Steel, Flat Wire, Boiler Tubes 
and Fittings, Mechanical Tubing, 
Rivets, Bolts, Nuts, Washers, etc. Write 
for Stock List. Joseph T. Ryerson & 
Son, Inc., Chicago, Milwaukee, Detroit, 
Cincinnati, Cleveland, Buffalo, Boston, 
St. Louis, Philadelphia, Jersey City. 
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RED ARROW ADVERTISING reaches 
a new high this year, with Red Arrow 
advertisements reaching 28,468,946 readers 
of national magazines three times during 
the insect season. Tie in with this sales 
push—with Red Arrow posters, leaflets, 
spray charts and other Free selling helps. 
Ask your jobber, or write now to: 


THE McCORMICK SALES CO. 
403 Light St., Baltimore, Md. 
McCormick & Co. (Canada) Ltd., Toronto. 


RED ARROW 


GARDEN SPRAY 








ruling at time of delivery. A_ signif- 
icant decline in the production rate 
of galvanized sheets has been going on 
since January when, due solely to in- 
adequate spelter supplies, output has 
dropped from about 81 per cent of 
capacity, to only 61 per cent during the 
April 12 week —this in the face of a 
very great need for larger production 
if it could be attained. 

7 > 7. 

Toys in summer? — It has long 
been the habit of many toy sellers 
to box up their remaining toys after 
the holidays, and to store them for 
carrying until the following season. 
Manufacturers and wholesalers have 
“preached” against this practice with 
increasing success, pointing out that 
birthdays and other gift occasions 
throughout the year keep up almost a 
regular “appetite” for standard toys, 
particularly in city districts and in 
resort communities. Trains, track, con- 
struction sets, blocks, games and the 
like are found to move very steadily 
all year. It is the announced practice 
of some of the larger hardware jobbers 
to maintain a year-round stock of the 
more popular and standard toys, whose 
“models” do not change annually. 
Dealers following the same practice are 
much more likely to be known in their 


communities as “Toy Headquarters” 


when the next Christmas season ap- 
proaches. 
. ial % 

Sports supplies--The season is 
now opening actively on baseball and 
golf equipment, after a somewhat slow 
start. Deliveries against new orders are 
rather slow, and prices, while very 
strong, are not much changed as yet from 
last season’s levels. Bicycle sales have 
taken a heavy spurt this month, and 
the year promises to make rather a 
heavy gain over 1940. Workmen on 
new jobs are said to be accounting for 
much of the increase. 

o * - 

Tin plate It is understood 
that the Office of Production Manage- 
ment, desirous of conserving essential 
tin supplies, has been working with the 
leading producers of tin plate and with 
can manufacturers to adopt a thinner 
standard coating of tin, particularly on 
cans. The O.P.M.’s suggestion of a 17 
per cent reduction in the weight of the 
coating has been countered by a sug- 
gestion from the can manufacturers 
that a 10 per cent reduction in the tin 
coating can be made without danger, 
applying to about 95 per cent of all tin 
can uses. A 10 per cent reduction, it is 
estimated, would conserve 5,000 to 7,000 





Door Chimes Shown Near Door 


A’ ideal place to show door 
chimes is by the side of the 
front door in the hardware store. 
Kelly-Duluth Co., Duluth. Minn.. has 
found a display of this type to be 
very productive. 

“We placed this complete display 
of chimes to the right of the entrance 
and it immediately began to attract 
attention,” said E. A. Bergeron. own- 


+ 
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er. “All of the chimes could be 
operated and customers were very 
much interested in finding out the 
different tonal qualities of the sev- 
eral chimes. Our sales have in- 
creased since installing the display 
and every day new people become 
interested in this merchandise as a 


result of the display.” 


——— ; 


* NUTONE | 


j all 


Fe 














Every customer is bound to see this display. It can’t be missed. 








tons of tin per year for more urgent 
uses. The substitution of other plat- 
ings for galvanized and tinning is in 
itself raising new difficulties. Cadmium, 
for example, has been increasing in 
demand as a substitute for zinc and 
nickel, and smelters’ quotations on 
cadmium have risen 12 to 15 per cent 
above a year ago, with current output 
running about 25 per cent above last 
year’s rate. 


Aluminum priorities—An in 
dex instructing suppliers of aluminum 
how to classify purchasers’ orders inte 
various preference rating classes was 
issued April 18 by the Priorities Divi- 
sion of the O.P.M. The index lists in- 
dustries by general categories and. 
therefore, affects distribution of the 
metal for all major civilian uses. 

The ratings given in the index will 
apply almost entirely to orders which 
fall into the nonmilitary or “B” classes, 
as distinguished from defense orders 
which generally bear ratings in the “A” 
class. E. R. Stettinius, Jr., Director of 
Priorities, said the index classifications 
are to be the basis of aluminum ship- 
ments by producers, fabricators, and 
secondary smelters for May. 

Under regulations previously issued, 
customers whose orders fall into the 
“B” classes may receive only certain 
stipulated percentages of their average 
1940 orders. In the case of high-grade 
aluminum, these percentages range from 
10 per cent for B-8 to 80 per cent for 
B-2. In the case of low-grade aluminum, 
for which there is little defense use. 
the percentages range from 50 per cent 
for B-8 to 100 per cent for B-2 and B-3. 

The only industry group given an A- 
class rating in the index issued today is 
“blast furnaces, steel works, and rolling 
mills,” which get an A-10 rating for 
de-oxidizing ingots. 

Some items mentioned in the index, 
and the preference ratings assigned, 
are as follows: Iron and steel foun- 
dry products, B-4. Aluminum cooking 
ware: for hospitals, B-3; all other uses, 
B-8. Refrigerators, B-7 for evaporators. 
grids, and air-conditioning equipment: 
all other uses, B-8. Electrical appli- 
ances, including washing machines, 
vacuum cleaners, and toasters, B-7. 
Under an order issued on March 21. 
suppliers of aluminum were placed 
under a general preference order and 
were furnished with a_ schedule of 
preference ratings. Since then, the sup- 
pliers have been required to fit their 
customers into these preference classes. 


* * * 


Copper demand — Copper de 
liveries in the United States estab- 
lished a new all-time high of 134,330 
net tons in March, according to data 


(Continued on page 88) 
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cities and principal towns. 


service simply phone Ramway Express, 





“HERE'S SUPER-SWIFT SERVICE... 
ANY TIME YOU NEED IT! °°. 


...says George H. Griffiths, 
President and Publisher 
of Hardware Age 


Air Express is the “speed-way” 
to send or receive shipments of 
almost every type. You can 
benefit by its advantages .. . 
wherever you are, whether 
you're a dealer, a jobber or a 
salesman in the field. We seem 
to bring the airport directly to 


you...and we're at your service 





when you need us. 


We rush above the clouds, where no traffic lights slow us up... 
at 3 miles a minute. Off-airline points everywhere swiftly reached by 
coordinated air-rail connections. Special pick-up and special delivery 


service at no extra charge, within our regular vehicle limits in all 


There’s international Air Express, too 


reaching hundreds of points outside the U.S. For Air Express 


Ain Express Division. 


‘Fastest Way’ Means 












Check over a copy of Union 
Hardware’s 1941 Fishing Tackle 
catalog and note the exceptional 
values offered — moderately 
priced rods and reels that bring 
customers the benefits of perfec- 
tion in design, construction and 
material previously obtainable 
only in top-priced angling equip- 
ment. 

You will find rods for every type of 
fishing, fresh or salt water. In se- 
lected flame-toned split bamboo, styles 
range from sleek, beautifully balanced 
fly rods to tough, solid-built heavy 
tackle rods for big game fish. In 
special-analysis steel, tempered by ex- 
perts for the best possible elasticity, 
the line comprises a wide selection of 
Casting, Trolling, Bait and Fly Rods 
There are one-piece types (both solid 
and tubular steel) as well as telescopic 
and jointed tubular rods. 

See your jobber for full particulars. 
For your copy of the latest Union 
Hardware Fishing Tackle Catalog ad- 
dress: 

















4526 four- 
joint Steel 
Telescopie 
Bait or 
Fly Rod 
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(Above) 








(Above) 7169 Lightweight 
Duralumin Fly Reel. 
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SAUNDERS NORVELL 


: BROW NING 


was the greatest mechanical genius 
in the invention and production 
of arms that the world has ever 
known. His inventions in arms 
changed the entire form of mod 
ern warfare. 

Years ago. when in my early 
twenties, as a travelling salesman 
selling hardware, arms, and sport- 
ing goods, I called regularly on 
Browning Bros., sporting goods 
dealers at Ogden, Utah. The store 
on Main Street was under the di- 
rection of Mat Browning. I sold 
them the first line of “safety” bi- 
cycles they ever bought. Mat was 
celebrated as an amateur boxer 
and was a “champ” in his day. 

Back of their store was an alley 
and across the alley was a well 
equipped machine shop. In this 
shop John Browning put in long 
hours working on models of his 
inventions. It was my custom to 
drop in and watch Mr. Browning 
as he worked at a bench filing a 
gun part held in a vise. How well 
I remember him. He was tall and 
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National “Tooling Up” 


There is a scarcity of machine 


tools and smaller manufacturers 
may be able to be of assistance 


in relieving the “bottlenecks” 


By SAUNDERS NORVELL 


strong, wore a large leather apron 
and had bare muscular arms and 
sensitive hands. One of his dis- 
tinguishing features was an un- 
usually high forehead. 

We would chat as he filed and 
in answer to my questions he re- 
marked that he was working on a 
gun that would re-load. fire and 
eject a shell all from the power 
generated by the gun’s recoil. To 
me this seemed just an inventor's 
dream. But John Browning pro- 
duced such an arm. From this in- 
vention sprang the modern auto- 
matic shotgun, rifle, pistol and 
machine gun. Warfare was revo- 
lutionized. A new form of re- 
peating firearm had been born. His 
company sold patent rights to the 
world of arms manufacturers and 
the Brownings hecame  million- 
aires. 


Tricks of Destiny 


Destiny plays curious tricks 
with mortals. The young sales- 
man in time became the president 
of a western wholesale hardware 
house. The Remington Arms Co. 
decided to close out all their single 
and double breech-loading sport- 
ing guns and only manufacture 
automatic guns under the Brown- 
ing patents. 

The wholesale hardware house 
of which the young salesman had 


become president bought all of the 
Remington breech - loading guns 
and parts and closed them out to 
the trade. This purchase amount- 
ed to about $200,000. 

Then the years passed as they 
have a habit of doing and our 
young friend, not so young now, 
one day became president of the 
Remington Arms Company once 
more dealing with the Brownings 
not in hundreds but in millions of 
dollars worth of automatic arms. 
All this is just to make the point 
that the writer has had some little 
experience in manufacturing, in 
mass production and mass selling. 

\s the present war developed 
speculators with banking backing 
came to see about building fac- 
tories to manufacture arms and 
ammunition. 

Their ideas as to just what it 
all meant were very foggy and in- 
definite. They seemed to think 
that all that was necessary was to 
get the buildings, gather some 
mechanics and be in full produc- 
tion in a few months. I had to 
smile and I’m afraid I poured cold 
water on their dreams of sudden 
riches. 

Recently we have read about 
manufacturing “bottle necks,” 
about “tooling up” and getting 
into mass production along in 
1942. The average citizen — not 
manufacturers —-I find, like the 
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Mfg. No. 150 DOOR CATCH LIFTER 
takes all strain off of the door hinges 
Lifts door as it closes. 





Mfg. No. 75 SUPERIOR SPRING DOOR 
CLOSERS eliminate unsightly door springs. 
Easy to install—just put in 3 screws. Pin 
which holds spring flat before attachment, 
drops out first time door opens. 






SUPERIOR 


Superior Propucts 
Eliminate Door and Window Troubles 


SUPERIOR PRODUCTS Eliminate Door and Window Troubles. 
Popular, much used, quick selling items, economical to buy, 
easy to install, work automatically. 
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20 SUPERIOR DOOR CATCH 
has pleasing appearance. 
tightly closed and in perfect alignment 


Holds door 








$———~» pee 
SF Sash Hanove CHECK. 


slamming. 
proctical door check. 


This is a@ complete set No. 100 SUPERIOR STORM 
SASH OR SCREEN HOLDERS. Notice the extra ''B’ 
Brackets and extra handle for screen. Only the 
bracket "'B'’ remains on window when storing. 





Manufactured by 


SUPERIOR DOOR CATCH CO. 


SUPERIOR, WISCONSIN 


Manufacturers of Door Catches for 40 Years 





35 SUPERIOR BALL DOOR 
Stops door from 
A thoroughly 
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buy 
other make in 


a 
ae to reason ... when a capper has shown 
so many decided superiorities that folks prefer it above 
all the rest . . . it’s the world’s best money-maker in the 
capper field! Everedy’s famous CLIMAX Bottle Capper 
ingeniously and swiftly bottles anything that can be poured 
... home brew, catsup, fruit juices, soft drinks . . . anything! 
Big. easy-leverage handle is equipped with snap-back 
action spring. Heavy steel construction, nickel-plated to 
insure long-lasting satisfaction. Broad, husky base reduces 
danger of spilling. 
IF THEY WANT THE FINEST CAPPER EVER MADE 
. .. Show ’em the Everedy “Gear Top” Capper! Unbreak- 
able U-beam steel post and palm-fitting handle are finished 
in red enamel . . . all other parts finished in corrosion- 
proof cadmium. Base has shock-absorber rubber pad. 
Get your fingers in the profitable bottle capper jack-pot 
this summer with the most popular cappers in the world 
. order Everedy’s CLIMAX cappers today! 


The EVEREDY C. 





5 EAST STREET, FREDERICK, MARYLAND 


PPERS 


A 
the world/ 








GEAR-TOP 
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DOWN ON THE FARM 
they’II all ask— 


Yes sir, every farmer and stockman will 
ask for that new DeLuxe Red Devil No. 
334 ELECTRIC FENCER. It has every- 
thing—famous Red Devil *‘see it work”’ 
working parts that will operate up to 15 
miles of fencing at lowest cost (and we 
mean lowest.) Integral base holds hot 
shot battery (nothing to hook up) and 
operating switch 
which can be locked 
up tight. Built in am- 
meter. Lightning ar- 
restor, etc., etc. Re- 
tails for only 314.95. 





Order thru your Jobber or 


Send for Catalog 


LANDON P. SMITH, inc. 


IRVINGTON, N. J 





VAUGHAN 


—~ SUB-ZERO 
AXES 


The choice of 
farmers and 
woodsmen 
everywhere 





Designed for chopping 
at temperatures as 
low as 50° below zero. 


NO BETTER AXE AT ANY PRICE 


Alltool steel blade is electrically fused to 
tough steel head by Vaughan’s exclusive, 
patented process. Distinctive blue and sil- 
ver striped head and high grade white 
hickory handle make the Vaughan Sub- 
Zero Axe the most distinctive axe on the 
market. 

Include Sub-Zero Axes with your next 
order. Display them on your counters. 
Every customer that comes into your store 
will remark about their beauty and every 
user will vouch for their quality. 


Ask your Jobber for details or write 
direct to the factory! 


VAUGHAN & BUSHNELL 


MANUFACTURING CO. 
2114 Corroli Ave., Chicago, Ill. 
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speculators, does not know just 
what automatic modern manufac- 
turing means in time, preparation 
and cost, so, having received a cir- 
cular from the National Associa- 
tion of Manufacturers, I thought I 
might help by throwing some light 
on the subject. No one could un- 
derstand just what the association 
wanted unless he understood 
some of the principles of modern 
automatic machine manufacturing. 

1 am taking arms manufactur- 
ing as an example because it is 
typical, also because I happen to 
know something about it. 

John Browning was such a me- 
chanical genius, so I’m told, that 
when he had an idea of some im- 
provement in a machine gun for 
instance, he could work out a 
model in steel without any blue- 
prints. He carried the blueprints 
in his head. 

Now, here is how arms, am- 
munition, bombs, airplanes, auto- 
mobiles, trucks, ete., etc., are 
worked out. The principles, with 
minor variations, are all the same. 

Often a small model is made. 
Some inventors work out the 
model first and make it in wood. 
In a smaller item like a gun, a 
full-size model may be made. Then 
blueprints with exact measure- 
ments and exact sizes are care- 
fully drawn. Then from these 
blueprints a full size working mod- 
el is made. 


Must Know His Job 


Long experience and great skill 
are needed in this work. An 
amateur might think that perfec- 
tion would come by having all the 
parts fit exactly but this is, not 
true. If they did, if no allowance 
was made for temperature, for 
heat and cold, the gun, or ma- 
chine, would “freeze” or stick on 
a hot day when the metal would 
expand from the heat. So all 
these working parts must be made 
with “tolerances.” The mechanic 
must know his job. 

In the old days when precision 
jobs were done by hand the arms 
“filer” used his sensitive trained 
touch to know when the fit was 
just right. But with the coming 
of mass manufacturing with auto- 
matic machines the day of the old 








skilled “filer” has almost passed 
and he has faded from the pic- 
ture. Finally the full sized model 
is finished. It is usually full of 
“bugs.” When all the “bugs” 
have been ironed out, then we 
are at last just ready to start mak- 
ing the article. 

Now here is the part that so 
few who are not manufacturers 
understand. The model is taken 
down. If a gun it has hundreds 
of parts. There are forgings, 
stampings, springs, flat steel, wire 
and spirals. There are endless 
kinds of bolts and screws. There 
is the wooden stock and the fore- 
arm. 


All Parts Important 


Each little part is just as im- 
portant as a great one. Each must 
fit and do its work. Then all the 
parts must fit together and make 
the whole. .One part short, or 
wrong and the whole job is de- 
layed. 

But here is where we “tool up.” 
Here is the point of the story. 

A machine or tool must be made 
to make every part. The tool 
makers don’t make the article— 
they make only the tools that make 
the article. The “tooling up” is 
the big. expensive, long, hard job. 
Tool makers are the most skilled 
class of mechanics. 

Let’s look at the making of 
arms. Steel is ordered of proper 
quality (tested) and roughly 
about the right size. Wood of 
various kinds is ordered cut 
roughly to a size for stocks. Then 
when raw materials are all as- 
sembled, this is where “prionotus” 
comes in, we start to work. 

Remember that when “tooling 
up” is started there must be a 
blueprint of every part. Hun- 
dreds of blueprints for all the 
parts. 

So, the raw material all having 
been assembled, we start. One 
raw material missing stops every- 
thing. In a large part of the fac- 
tory machines are at work making 
parts. The forging machines work 
on large parts—here we have great 
hammers — hammering out parts, 
drop forgings and all that. Then 
in other sections of the factory 
are smaller machines making the 
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smaller parts. There are 
forging hammers, stamping ma- 
chines, threading machines, per- 
pendicular and horizontal lathes. 
There are jigs, turrets and turning 
lathes. 

Women may work on small ma- 
chines. Little box trucks are at 
every machine and the finished 
products fill these trucks and are 
pushed to the assembly line. 

All along are inspectors with 
micrometers who test the product 
and see that sizes, etc., are right— 
often to the 1000th part of an inch. 

Now we come to the assembly 
line. At every assembly bench the 
finished parts are ready. The as- 
sembly workman has his parts or 
part placed at his hand. The gun, 
for instance, comes down the line. 
Everything is arranged to build 
up the product. Each workman 
does his part and passes the work 
along. Often this is done on belts. 
At last the finished gun reaches 
the end of the line. 
inspection and trial. Even after 
all this care and inspection, at the 
end something may be. wrong. 
Costs are reduced by finding out 
defects early in the operation and 
further work is stopped by throw- 
ing out inferior work before it 
goes through the line to the finish. 

The National 
Manufacturers has established a 
clearing house at 14 West 49th 
Street, New York City, to speed 


up national defense work by giving 


great 


Association of 


Then comes ° 


smaller manufacturers a chance to 
help out. There is a great scarcity 
of machine tools and machine tool 
makers. Have you tools you are 
not using? Let them know what 
you have. Possibly you can make 
parts which are needed. Let them 
know what you can make. If you 
can make parts you may relieve 
the “bottle necks” of larger man- 
ufacturers. 

Our great manufacturers are 
overworked. It is the Government's 
policy to give the smaller manu- 
facturers a part of the work. Pos- 
sibly your plant is only partly 
busy. If so, you may take on the 
making of parts. Just let them 
know and write for their circulars 
telling just what is needed. 

The idea of the National Asso- 
ciation of Manufacturers is to use 
and get in operation every ma- 
chine, every tool, that is now idle. 
The association wants every small 
manufacturer to get his share of 
the work. In organizing this idea 
they have formed “pools” in every 
manufacturing state. These “pools” 
are planned to get out quickly a 
list of idle tools and machines and 
to get quickly a local reservoir for 
work on parts. 

In a word, the plan is to mobil- 
ize the entire manufacturing ca- 
pacity of the whole nation, both 
large and small, in the national 
defense effort. Address the Na- 


tional Association of Manufac- 
turers, 14 West 49th St.. New 
York City. 


Beware Those Releases! 


HREE customers, let’s say, be- 

come jointly obligated to a busi- 
ness man for service or merchan- 
dise or some other item. Perhaps the 
three jointly sign a promissory note 
for the amount involved. 

The obligation remains unpaid 
and finally one of the three, a finan- 
cially responsible party, comes 
around to the business man and ex- 
presses a willingness to pay his pro- 
portionate share of the debt. The 
business man accepts the proffered 
one-third of the money and in re- 
turn releases this particular debtor 
from all liability and perhaps even 
strikes his name from the note. 

That is exactly what happened in 
a recent New Mexico case. After 
releasing the one debtor, the busi- 
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ness man then brought suit to col- 
lect the rest of the money from the 
other co-debtors. He had taken their 
joint note for the amount. 

Because he had released the one 
man, the court said he could not 
collect a penny from the others! 

“The release of one co-debtor.” 
explained the Supreme Court of 
New Mexico, “releases the other co- 
debtors, and the rule likewise ap- 
plies to a release of one or more— 
less than all—of the obligors on a 
promissory note.” 

Where one co-debtor offers to pay 
his “share” of the debt, the propo- 
sition seems fair and _ reasonable, 
but if the business man releases the 
one, he may without knowing it re- 
lease all the co-debtors. 


| 
| 
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HARDWARE AGE FOR MAY 1 
NEW LANDERS, FRARY & CLARK EXECUTIVES ELECTED; manager. He is now office man GR 
OTHER OFFICERS REELECTED AT ANNUAL MEETING “"2") ™ ‘hee of sale 
statistics. 
Mr. Dabney was born in Seat Re 
Earle J. Van Buskirk elected a vice-president; tle, Wash., and was graduated centl 
William H. Hansen elected an assistant secretary, from the Harvard Engineering Coas 
Francis J. Dabney. comptroller, a new position. and Business Schools in 1931. Chai 
He was employed in Boston by 
Stockholders of Landers, Frary | Daniel M. Shepard and Bret C. Mr. Hansen was bor in Hart-| the Great A. & P. Tea Co., and 
& Clark, New Britain, Conn., | Neece; secretary, Henry T. Burr; | ford and educated there. Fol-| with Charles F. Rittenhause & 
re-elected all directors at their | assistant treasurer, Albert G. | lowing a period of public ac-| Co. in Boston, before coming to 
annual meeting and the directors | Anderson; assistant secretaries, | counting he entered the employ | Landers, Frary & Clark in 1937. 
Wm. E. Baker, Harry A. Traver, | of Landers, Frary & Clark in| He has been in the accounting 
and Paul V. Guiberson, and | 1919 as an auditor and progressed | department and in his new posi 
directors Edward N. Stanley, Mr. | through the stages of chief sta-| tion has general charge of th: 
Lamb, Charles T. Treadway, | tistician, sales auditor and office company accounting. 
John P. Elton, James L. Howard, 
Harris Whittemore, Jr., Charles = 
P. Cooley, Mr. White, Mr. Shep- 
ard, Charles L. Taylor, John H. | FRANK R. GOQDELL HEADS SALES 
Buck, Mr. Allen and Mr. Neece. ’ 
The new officers are Earle J. OF FRED WARING'S APPLIANCES 
Van Buskirk, elected a vice-presi- Frank R. Goodell has been His appointment by The War 
dent; William H. Hansen, elected | appointed director of sales for| ing Corp. as its sales director 
an assistant secretary, and Fran- | The Waring Corp.. 1697 Broad-| marks his reentry into the hard. 
cis J. Dabney, elected comptrol- | way, New York City, which dis-| ware field, to which he is well 
tributes the appliances invented | known. 
by Fred Waring, popular orch- ro 
| estra leader. They include the SWEEPER VAC LINE OWNED Brid 
Waring a Blendor and Waring | py HOLLAND-RIEGER CORP. qual 
Aluron” steam electric iron. a : : San 
Mr. Goodell has had extensive The Holland - Rieger Corp.. oper 
BARLE 3. VAN BUSKIRK merchandise experience. having | Sandusky, Ohio, a division of the aie 
| pioneered in the development of | Apex Electrical Mfg. Co., Cleve ager 
the hardware market for auto- | land, Ohio, has acquired the M 
at their subsequent meeting, in | mobile tires and hard surfaced | Sweeper Vac Co., Worcester, soci: 
addition to electing three new “packaged” floor coverings. He | Mass. Tentative plans call for sase 
officers re-elected all other was vice-president of the Con.- | removal of manufacturing oper dist 
officers, verse Rubber Co., Malden, Mass.,| tions and sales offices of Chi 
Those re-elected follow: chair- and later general sales manager | Sweeper Vac to Sandusky or Cha 
man of the board, Arthur E. | of Congoleum-Nairn, Inc., Kear- | Vicinity. While no definite state 193° 
Allen; president and treasurer, ney, N. J. He was also founder ment was forthcoming as to the | 
Richard L. White;  vice-presi- and is still chairman of the ad- | €xact extent of the operations, it Gr 
dents, Joseph F. Lamb, William | vertising firm of Anderson, Davis is said likely that the removal of E 
H. Rattenbury, Herbert R- Owen, | & Platte. the business will be over an ex | 
| tended period, not involving, im 
WILLIAM H. HANSEN mediately, any large require- A 
| ments in personnel or equipment mee 
| The Holland-Rieger Corp. will saic 
ler, the last a newly created | | direct the sale of the “Sweeper” Call 
position. | | Vac product through the present Pat 
Mr. Van Buskirk is a native of | | channels of distribution for the wer 
Kansas City. Before entering the |“Faultless” line of household soni 
|employ of Landers, Frary & | | electric washers. L 
Clark he was an appraiser of | jaeG the 
— cutlery tee wa York CENTRAL STATES CLUB of 
‘ity customs. He started work- ad 
ing for “Universal” in 1915 as a CLOSES MEMBERSHIP pan 
salesman in the cutlery division | The board of directors of the Bro 
and covered most parts of the | | Central States Hardware Club. pre: 
country. In 1927 he became | | Chicago, Ill., has voted to close diec 
cutlery sales manager and later | | the club’s membership. Applica- for 
was advanced to the position of | | tions now on hand will therefore the 
sales manager of both the hard- | be filed for future reference. dep 
ware and cutlery divisions, which Ben Leve, 3630 S. Iron St., Chi- € 
FRANCIS J. DABNEY he now holds. FRANK R. GOODELL cago, Ill., is secretary of the club. assi 
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THE TRADE 
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GREENWOOD, PACIFIC COAST MGR., 
AMERICAN CHAIN & CABLE CO. 


Roy E. Greenwood was re- | 
cently appointed assistant Pacific 
Coast manager of American 
Chain & Cable Company, Inc., 





E. GREENWOOD 


ROY 


head- 
Third Street, 


Bridgeport, Conn., with 
quarters at 630 
San Francisco, Calif. He will 
operate under E. O. Johnstone, 
who has been Pacific Coast man- 
ager for many years. 

Mr. Greenwood 
sociated with the company 
more than 10 years and has been 
district sales manager for the 
Chicago territory of American 
Chain Division since February, 
1939. 


been as- 
for 


has 


EXECUTIVE CHANGES IN 
OKONITE COMPANIES 


At the annual stockholders’ 
meeting of The Okonite Co., Pas- 
saic, N. J., and The Okonite- 
Callender Cable Co., Ine., at 
Paterson, N. J., several changes 
were voted in the executive per 
sonnel. 

Leland B. Duer, partner in 
the law firm of Duer & Taylor, 
of New York City, was elected 
a director of The Okonite Com- 


pany to replace Geo. Murray 
Brooks, former executive vice- 
president of the company who 


died in January. Mr. Duer has | 
for several years participated in 
the work of the company’s legal 
department. 

Charles E. Brown, Jr., formerly | 


assistant to the president, was 


MAY 1, 1941 


E. J. Flood will succeed Mr. 


Greenwood as district sales man- 


lager for Chicago territory of 
American Chain Division, and 
will continue as district sales 


manager for Chicago territory of 
Page Steel and Wire Division, 
in addition to his new duties. 
Mr. Flood is well known to the 
trade as he has been associated 
the for many 


with company 





E. J. FLOOD 


elected The 


vice-president of 


Fonoroff, with headquarters in 
Washington, D. C., will cover the 
District of Columbia. northern 
Virginia and Maryland. 

George E. Ruff, “Smoothcut’s” 
representative in Seattle, will 
cover Oregon and Washington. 


EASTERN HARDWARE GOLF 
DATES REMAIN UNCHANGED 


H. L. Gilliam, secretary of the 
Eastern Hardware Golf Associa- 
tion, 9 Rockefeller Plaza, New 
York City, has announced that 
the dates of the annual golf 
tournament of the as ociation at 
the Buckwood Inn, Shawnee-on- 
the-Delaware, will remain 
changed, namely, May 22-24. A 
change of the dates was at first 
felt to be necessary because of 
a conflict with the annual dinner 
of the American Iron & Steel In 
stitute, which is to be held in 


New York City, May 22. A poll. 
however, indicated that not a 


sufficient number of the golf as- 
sociation’s membership planned 
to attend the dinner to warrant 
the change. 





H. F. Seymour with 
O.P.M. 





H. F. SEYMOUR 


H. F. Seymour, vice-president, 
the Columbian Vise & Mfg. Co., 
Cleveland, Ohio, has been ap- 
pointed to the Industrial Sup- 
ply Section, of the Office of 
Production Management, Wash- 
ington, D. C. 


_MOSHER ELECTED SALES VICE-PRES.., 
ST. CHARLES MANUFACTURING CO. 


| years. His headquarters will re- 
main at 400 West Madison 
Street, Chicago Daily News | 
| Building. 


Okonite Company and The Okon- | 


ite - Callender Cable Co. Mr. 


Brown, who has been associated | 
with the company’s sales depart- | 
ment since 1925, will remain in | 
charge of the Washington, D. C., | 


office. 

Albert F. Metz, 
both companies, was elected a 
director of the Okonite-Callender 
organization. Mr. Metz has served 
as a The Okonite 
Company for many years. 


treasurer of 


director of 


“SMOOTHCUT” SALES 
STAFF INCREASED 


Marc M. Fonoroff has joined 


| the selling staff of the “Smooth- 


cut” can opener division of the 
Regina Corp., Rahway, N. J. Mr. 





P. P. MOSHER 


The board of directors of St. 
Charles Mfg. Co., St. 
Ill., designers and fabricators of 
steel kitchen cabinets, 
cabinets, and sheet-metal prod- 
ucts, has announced the election 


Charles, | 


shower | 


of P. P. Mosher as vice-president 
im charge of sales. Mr. Mosher 
| was_ previously manager. 

formerly the 


sales 
ie 
| company’s 
| sentative, 


Stoermer, 
factory 
been 


sales repre 


has named as 


| sistant sales manager. 
° 


| 





P. H. STOERMER 
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Canal St. in New Orleans is America’s widest business thor- | 
oughfare and is the dividing line between the old city and the 
new. It is 171 feet wide. The neutral ground and sidewalks are 
paved with marble with deep pink borders. 
are of fluted steel and on the four sides of the base are seals 
of France, Spain, the Confederate States and the United States, | 
representing the four governments which have had jurisdiction 


over New Orleans since the city was founded in 1718. 


Entertainment Plans for N.R.H.A. 


Congress, July 14-17 at New Orleans | 


With the 42nd annual Congress 
of the National Retail Hardware 
Association to Monday, 
July 14, and to continue through 
Thursday, July 17, at New Or- 
leans, La., plans for entertainment 
have been announced. 
headquarters will be the Roose 
velt Hotel and on Monday after- 
noon, July 14, there will be a 
reception in the University Room 
for the ladies, honoring Mrs 
George W. Green, and 
under the auspices of the New 


open 


Congress 


given 


Orleans Hardware Club Boosters. | 
That evening, following the open- | 
dance | 


ing session, an informal 
will be held in the Grand Ball- 
room of the hotel. 

For Tuesday afternoon, July 
15, a three-hour city-wide bus 
tour is planned with competent 
lecturers. Stops will be made at 
several points of interest along 
the route. The tour will take in 
Audubon Park, Tulane and Loy- 
ola of the South 
Southport, Huey P. Long Bridge, 
Pelican Baseball Stadium, a 
selected harbor view, Jackson 
Barracks, Chalmette Battlefield, 
world famous Lake 
Pontchartrain Drive, the Munic- 
ipal Airport, etc. The sightseers 
will disembark at the Southern 
Yacht Club, said to be the oldest 
club of its kind, where they will 
be entertained at an informal 
supper dance. The club is on 
Lake Pontchartrain. An excel- 
lent French Creole dinner and 
floor show will be provided, with 
dancing until 11 p. m. 

On Wednesday the Congress 
will be entertained by a foot trip 
through the New Orleans’ Old 
Quarter under the guidance of 
lecturers who gain admission to 
places of interest that would 


Universities, 


cemeteries, 
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otherwise be 
lasts 2% hours. That eve- 
ning the party will be enter- 
tained at the original and tradi- 
tional Madri Gras Ball and 
| Maskers Tableau, including call- 
lout dances, etc., at the Munic- 
|ipal Auditorium. There will be 


ja special, reserved section for all 


impossible. 
tour 





The light columns | 


The | 


visitors and all visiting ladies | 
will be given two call-out dances, | 
including special souvenir favors. 
The concluding feature of the 
entertainment program will take 
| place Thursday morning and will | 
be a visit to the home of “Dom- 
sugar. Buses will 
the guests and a luncheon will 


oe 
ino 


convey | 


precede the tour of the entire | 


plant. This tour will be made 


| Orleans Hardware Club Boosters. 


PETERKA COMPILES BOOK 
ON BOLTS, NUTS, SCREWS 

“Bolts, Nuts & Screws,” is the 
title of a book compiled by A. E. 
R. Peterka, technicai assistant to 
the vice-president in charge of 
| sales, and otherwise advertising 
|manager of The Lamson & 
| Sessions Co., Cleveland, Ohio, 
| and published by the company to 
| present the story of the manu- 


| 

| 

ade | 

under the auspices of the New | 


| facture and usage of bolts, nuts, | 


| and screws. The book is com- 
posed of 12 articles relating to 
that subject that have been pub- 
lished in the trade and technical 
press, many of them written by | 
Mr. Peterka. One of the articles 
was previously published in 
Harpware Ace. The book, which 
is available from the company, 
is said to be the first comprehen- 
sive book of its type ever pub- 


| 








lished. 


HEADS HOUSE PAINT 

RESEARCH FOR DEVOE 

Devoe & Raynolds Company. 
Inc., New York City, announces 
the appointment of Waller How- 





W. H. HOBACK 


ard Hoback as head of its House 
Paint Research Division, with 
offices in the General Laboratory 


| at Louisville, Ky. 


been asso- 


Mr. Hoback has 


| ciated for the last six years with 


the Titanium Pigments Com- 
pany, where he was in charge 
of its central laboratory during 


| the last three years. In this ca- 


| pacity, he conducted research on 


One of the streets in the Vieux Carre (French Quarter) of 
New Orleans. On each side are buildings of. Spanish and French 
architecture and balconies are trimmed with laceworks of iron. 
Royal St. is now the center of the city’s famous antique shops. 


| in 1912. 


both exterior and interior finishes 
and also directed an extensive 


series of tests upon fences and 
houses. 

He is the author of a number 
| of technical papers on house 


paints published in various trade 


| journals, and also has lectured 
| on this subject before numerous 


production 
paint organ- 


varnish 
other 


paint and 
clubs, and 
izations. 


BURGESS BANKS JOINS 
E. C. ATKINS N. Y. OFFICE 


Burgess Banks has joined the 
New York office of E. C. Atkins 


& Co., Indianapolis, Ind., manu- 
| facturers of saws and tools, as a 


special man in the hardware de- 
partment. His hardware careet 
started with the former Simmons 
Hardware Co., St. Louis, Mo., 
wholesale hardware distributors, 
His affiliation with Sim- 
mons was interrupted by service 
in the army during the World 
War, and a few years later he 
returned to that organization. He 
continued with the Simmons 


| company until its acquisition by 


Shapleigh Hardware Co., St. 
Louis, Mo., and later joined the 
sales staff of Masback Hardware 


Co., New York City, wholesale - 


hardware distributors. 
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HENRICKS & HOWELL DISSOLVE FIRM: 


EACH TO OPERATE OWN AGENCY | 


Bit Co., Wilmington, Ohio; Wm. 
Sharon Hill, Pa.. | 
and Sand’s Level & Tool Co., | 
Five of these ac- | 


The firm of Henricks & Howell, 
78 Reade St., New York City, 
manufacturers’ agents, has been 





A. P. HENRICKS 


dissolved as of April 30. A. P. 
Henricks will continuie operat- 
ing as a manufacturers’ agent 
under the name A. P. Hen- 
ricks Co., in the same quarters. 
E. W. Howell will hereafter con- 
duct business as a manufacturers’ 
agent with headquarters in the 
Dodge Building, 53 Park PI. 
New York City. Messrs. Hen- 
ricks and Howell are well known 
to the eastern hardware trade 
and had operated, as partners, 
since 1925. 

A. P. Henricks will continue 
to represent: American 
Co., Jonesboro, Ark.; 
Mfg. Co., Buffalo, N. Y.; Cham- 
pion De Arment Tool Co., Mead- 
ville, Pa.; The Collins Co., Col- 


linsville, Conn.; Embury Mfg. 
Co., Warsaw, N. Y.; Faultless 
Caster Corp., Evansville, Ind.; 


Ferry Cap & Set Screw Co., 
Cleveland, Ohio; Hollands Mfg. 
Co., Erie, Pa.; The Irwin Auger 





E. W. HOWELL 


MAY 1, 1941 


Handle | 


Rose & Bros., 


Detroit, Mich. 
counts had been handled by A. 
P. Henricks prior to the estab- 
lishment of the former firm of 
| Henrick & Howell. 


known and well liked by hard 
waremen, in their territories, will 
continue to travel for the Hen- 
ricks company. Mr. Houghton 
will cover most of Pennsylvania, 





| Delaware, Maryland, District of 
Columbia and West Virginia. 
Mr. Gillen will call on the trade 
in New York City and Long 
| Island excepting the wholesale 
distributor accounts which Mr. 
| Henricks will continue to con- 
|tact. Mr. Henricks will con- 


State, part of Pennsylvania, New 
Jersey and New England. 

E. W. Howeil will represent 
Mathias Klein & Sons, Chicago. 
Ill., in the New England states, 
New York, Pennsylvania, New 
Jersey, Delaware, West Virginia, 
Virginia, Maryland and the Dis 
trict of Columbia. Mr. Howell 
has thus been associated with 
the handling of Klein lines for 
more than 25 years, including 
nine years with the former A. Z. 
Boyd Co. He will also represent 
Gustav Wiedeke Co., Dayton. 
Ohio, makers of tube expanders 
and other flue tools, continuing 


lan association of more than 25 





Barcalo | 


years. 


FIRE UNDERWRITERS PLAN 
ANNIVERSARY PROGRAM 
The National 

Underwriters is celebrating its 

75th anniversary with nation- 

wide activities which will reach 
their climax during Anniversary 
| Week, May 21-28. The celebra- 
|tion is headed by W. E. Malla- 
lieu, director of anniversary ac- 
tivities for the National Board of 

Fire Underwriters, 85 John St., 

New York City. From that office 

all requests for information on 





fire prevention and fire control 
will be available to persons and 
groups cooperating in this vital 
national defense program. There 
will be a dinner May 28 at the 


George W. Houghton and John | 
V. Gillen, both of whom are well 


southern New Jersey and all of | 


tinue to travel all of New York | 


Board of Fire | 





Waldorf-Astoria and luncheons | 
on May 27 and 28 at which out- | 
standing speakers will stress the | 
contributions to national defense, | 
America’s development, fire pro- | 
tection and prevention made by | 





. ° | 
the capital stock fire insurance 
companies. 





YoU BET IM SELLING THE 
ONE THATS OIFFERENT/ 


THAT COUPON ! SENT IN TO ESTATE 
OPENED MY EYES. NOW I’M 
SELLING MORE RANGES... 
FASTER... AND EASIER! 


































































ONLY ESTATE RANGES HAVE THE AMAZING 
BAR-B-KEWER* . . . most dramatic, most talked- 





about range feature in years 





YOU KNOW IT’S EASIER ‘to sell any appliance with a 
big, exclusive feature that puts it way out in front of 
competition. And you know Estate is the only range 
with the sensational Bar-B-Kewer . . . the only range 
in America that’s really competition-proof. Get the 
facts about these nationally - advertised, easier -to-sell 
Estate Ranges. Mail the coupon today. 


ESTATE Aza 


cCiTY GAS + BOTTLED GAS “ ELECTRIC 






THE ESTATE STOVE CO., Dept. HA 5-1, HAMILTON, OHIO 











Gentlemen: 

Okay. I'm interested in learning how | can make more range 
profit selling “the one that's different.” Rush me full infor- 
mation, I'm interested in ranges for (Check which) 

City Gos 0 Bottled Gas (1) Electricity 0) 
Name __ ns 
Firm Name 
Street 


City 





















18” and 21” for 


lawns from '/2 to 








24”, 27” and 30’ 
for lewns from 
33/, to 5'/, acres. 





STARLAW 


Strong, simplified steel construction make these 
TORO Mowers outstanding performers and 
"stand-out" values. The range of sizes and prices 
open up big sales possibilities for you. Sell 
TORO and you sell the BEST. 


WRITE FOR CATALOG AND TORO SALES PROPOSITION 


TORO MANUFACTURING CORPORATION 


MOWING MACHINERY SPECIALISTS FOR OVER 20 YEARS 


MINNEAPOLIS MINNESOTA 








PROGRAM FOR TRIPLE MILL SUPPLY CONVENTION, 
MAY 5-8, AT THE PALMER HOUSE, CHICAGO 


The 1941 program of the triple 
convention of the American Sup- 
ply and Machinery Manufac- 
turers’ Association, Pittsburgh, 
Pa., the Southern Supply & Ma- 
chinery Distributors’ Association, 
Richmond, Va., and the National 
Supply & Machinery Distributors’ 
Association, Philadelphia, Pa., 
will stress defense and their in- 
dustry’s part in it. Running from 
May 5 to May 8, at the Palmer 
House, Chicago, the convention 
will open with a joint session of 
the three associations, Monday 
morning, May 5. 

At that ses-ion H. K. Clark. 
Norton Co., and president of the 
American association, will pre- 
side. Oscar Iber, O. Iber Co.. 
will welcome the assembly to 


Chicago and will be followed by | 


remarks addressed by the presi- 
dents of the three associations, 
Mr. Clark, A. R. Smith, and J. 
M. Bates. 
be made by Mr. Clark. speaking 
on “Expansion for Defense”; 
“Our Industry’s Part in the De- 
fense Program.” by Mason Brit- 
ton, chairman, Machine Tool 
Division, National Defense Com- 
mission; “What We Hope to Do 
in the Future,” by H. H. Kuhn, 
Industrial Supply Section of the 
O.P.M., and “The Purchasing 
Agent’s Part in Defense.” by 
George E. Price, Jr.. purchasing 
agent, Goodyear Tire & Rubber 
Co. These will be followed by 


Addresses will then 


an open forum period. 

The American association will 
hold a closed session, Tuesday 
morning, May 6, during which 
Mr. Clark will deliver his annual 
report and J. S. Disston, Jr., 
Henry Disston & Sons, Inc., will 
present the association's financial 
status. R. L. Hamilton, Dumore 
Co., will report for the member- 
ship committee, and C. C. Cham- 
berlain, Jenkins Bros., will dis- 
cuss “Can Distributors Profit by 
Knowing Their Selling Costs, by 
Then will follow 
the report of the distributor re- 


Major Lines.” 


lations committee, by D. W. 
Northup, Henry G. Thompson & 
Son Co., with H. F. Seymour, 
Columbian Vise & Mfg. Co., 
speaking on “Our Relations with 
O.P.M.”; L. M. Knouse, Stanley 
Electric Tool Co., speaking on 
“Manufacturers’ Small Order 
Losses,” and Roger Tewksbury, 
The Oster Mfg. Co., speaking on 
“Distributor Sales Meeting Check 
Sheet.” “The Check-Up of 165 
Manufacturers’ Catalog 
and Envelope Stuffers” will be 
the subject of Roy D. Baldwin, 
Simonds Saw & Steel Co.. and 


Pages 


A. B. Fritts, Norton Co., will 
speak on “Making the Catalog 
Page Fit.” These addresses will 
be interspersed with floor dis 
cussions. 

On Wednesday morning, May 
7, there will be another closed 
session of the American associa- 
tion featuring round table dis 
cussions. The first of these will 
be on the subject, “Would You 
Permit Your Distributor to Han- 
dle a Secondary Line?” with P. 
M. Arnall, The Ohio Injector 
Co., as leader and Roger Tewks 
| bury as co-leader. The second 
round table discussion will have 
as a subject, “Distribution Prob- 
| lems Created by the National 
| Defense Program,” with W. W. 
Anderson, Nicholson File Co.. as 
| leader, and C. O. Drayton, Amer 
ican Screw Co., as co-leader. 





| These meetings will be followed 

by announcement of the newly 
| elected officers by mail ballet 
and the report of the constitu 
tion and by-laws committee. 

The closing day, May 8, will 
again have a joint session of the 
three associations, with A. R. 
Smith, president of the National 
association, presiding. The re- 
ports of the manufacturers’ and 
distributors’ relations committees 
will be delivered by P. Riding, 
chairman, National manufactur- 
ers’ relations committee: J. B. 
Crimmins, chairman, Southern 
manufacturers’ relations commit- 
tee, and D. W. Northup, chair- 
man, American distributors’ re 
lations committee. The subject 
of “Great Losses from Little 
Orders Grow” will be discussed 
by L. M. Knouse, Oscar Iber. 
Rhae M. Swisher, C.P.S., Rhae 
M. Swisher & Co., and Mr. 
Northup. Addresses will be made 
on “Distributor Sales Meeting 
Check Sheet,” by Roger Tewks 
bury; “Protecting the Industry 
Against Direct Buying Hysteria” 
by Hartley W. Barclay, editor. 
Mill & Factory. The closing 
business will be the induction of 
new officers for the three asso- 
ciations. 

A feature of the convention's 
entertainment program will be 
a golf party, Wednesday after 
noon, May 7, at the Calumet 
Country Club, with green fees 
at $3.00 per person, including 
provision for prizes. Checks 
should be sent to Gerald J. Gar- 
vey, 122 S. Michigan Ave., Chi 
cago. A floor show and dinner- 
| dance will be held Tuesday eve- 
| ning, May 6, at 8 p. m. 
| Tickets are $3.50. 
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JAMES R. WHITE NOW DIRECTOR 
OF SALES, CLOVER MFG. CO. 











JAMES R. WHITE 


BROOKLYN ASSN. MEETS 
AT DEALER'S STORE 


More than 60 members and 
guests of the Brooklyn Hard- 
ware Association attended the 
monthly meeting of the group 
held on April 10, 1941, at the | 
M. S. Berkoff Co., hardware, 1402 | 
Coney Island Ave., Brooklyn, N. 
Y. After the business meeting 
refreshments and entertainment 
was provided for those attending. 
1. B. Goldberg, president, pre 
sided at the meeting. 

Ralph S. Allen, Diamond Ex 
pansion Bolt Co., New York, N. 
Y., secretary, read the report of 
the Committee to Coordinate 
Hardware Association Social! 
Functions in the metropolitan 
area. August C. Flamman, New 
York City, attorney, and repre- 
sentative of the Hardware Boost- 
ers, acted as chairman. 

The report which was accepted 
by the Brooklyn group sets up 
une social function for each as- 
sociation for the year. No other 
functions will be officially sane- 
tioned for support by the hard- 
ware trade, except when ratified 
and approved by this committee. 

R. P. Peterson, sales manager, 
Kederated Hardware Mutuals and 
the Hardware Mutual Casualty 
Co., Newark, N. J., spoke on the 
value of product liability insu 
ance. He said that if a product 
yoes wrong or is used improperly 
by the customer and injuries and 
damage result both the deale 
and the manufacturer are liable, 
and in most cases the dealer is 
the person who must pay and 
defend the action. Mr. Peterson 
also discussed owner, landlord, 
and tenant liability and manu- 
facturer and contractor liability 
policies and explained the pro 


MAY 1, 1941 


Clover Mfg. Co., Norwalk, 
Conn., manufacturer of coated 
abrasives and lapping com- 
pounds, has announced the ap- 
pointment of James R. White as 
director of sales. For the past 
three years Mr. White has been 
the president of Rickard and 
Company, Inc., New York indus- 
trial advertising agency, which 
position he resigned to become 
associated with the Clover Mfg. 
Co. For several years prior, he 
was vice-president and director 
of sales and promotion of Jen- 
kins Bros., valve manufacturer, 
Bridgeport, Conn. He is a past- 
president of the Technical Pub- 
licity Association of New York, 
N. Y., and at present is a mem- 
ber of the executive board of the 
Army Ordnance Association. 


| tection each afforded the dealer. 
Proper labeling of all products 
| sold in the hardware store is very 
important, Mr. Peterson said, and 
he urged all dealers to be very 
careful to see that this is done. 

Jack Albright, Carborundum 
Co., Niagara Falls, N. Y., intro- 
duced the sound movie picture 
“Romance of Carborundum,” 
which was shown to the group. 


‘REPRESENTS LOCKWOOD 
AND “ILCO” IN N. Y. 


Philip Mall has been ap- 
pointed sales representative for 
the Independent Lock Co., and 
Lockwood Hardware Mfg. Co., 
both of Fitchburg, Mass., cover- 
ing New York state, as far south 
as Newburgh. Mr. Mall has been 
associated with the Independent 
Lock Co. for many years, having 
started in the company’s Balti- 
more office as shipping clerk and 
having worked his way up| 
through various positions in that | 


office and the New York office. 





PHILIP MALL 
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| ee OFFICERS FOR 
PAINT, VARNISH & LACQUER ASS'N 


Members of the New York 
Paint, Varnish & Lacquer As- 
sociation, 360 Furman St., Brook- 
lyn, N. Y., have had submitted 
for their approval, in accordance 
with the articles and by-laws of 
| the organization, the following 
report of the nominating com- 
mittee, of which Thurlow J. 
Campbell, Valentine & Co., Inc., 
New York, is chairman. 

For president, Leo Roon, Rox- 
| alin Flexible Lacquer Co., Inc.,; 
vice-president, C. Francis Beatty, 
Socony Paint Products Co., Inc.; 
secretary, Louis Gillespie, Gil- 
| lespie-Rogers-Pyatt Co., Inc., and 
| treasurer, Hendrick E. Hendrick- 
|} son, S. Winterbourne & Co.; for 
| members of the executive com- 
| mittee, to serve two years, James 





Harry R. Hillman, Eagle Paint 
& Varnish Works, Inc.; H. M. 
Howard, The Thibaut & Walker 
Co.: David H. Litter, D. H. Lit- 
ter Co., Inc.; Michael J. Merkin, 
M. J. Merkin Paint Co., Inc.: 
E. D. Murphy, National Can 
Corp.; George C. O’Brien, Her- 
cules Powder Co.; Leo Roon, 
Roxalin Flexible Lacquer Co., 
Inc., and John McE. Sanderson, 
American Cyanamid & Chemical 
Corp.; alternates, T. E. Alwyn, 
American Can Co.; W. S. Au- 
chincloss, Oil, Paint & Drug Pub- 
lishing Co., Inc.; C. Homer 
Flynn, Paramount Chemical 
Corp.; A. G. Frankenhoff, W. W. 
Higgins, United Carbon Co., Inc.; 
A. E. Horn, A. C. Horn Co.; 
| John T. Kealy, Binney & Smith 





| H. Abraham, Clover Leaf Paint | Co.; Samuel Klein, The Calco 
| & Varnish Corp., and Ralph M. Chemical Co., Inc.; George A. 
| Neumann, The New Jersey Zinc | Melvin, Gillespie - Rogers - Pyatt 


| Co. 


| For delegates and alternates to | 


|the 54th annual convention of 
| the National Association: dele- 
gates, James H. Abraham, Clover 
| Leaf Paint & Varnish Corp.; 


| Co., Ine.; Earl J. Nelson, Alumi- 
num Co. of America; Leo Silver- 
stein, Benj. Moore & Co.; Harry 
C. Soffer, Paragon Paint & Var- 
nish Corp.; J. P. Surtoc, E. I. 
du Pont de Nemours & Co., Inc.; 





Dean ©. Anderson, Brooklyn Var- | 


- A.W ld, srial Pape 
nish Mfg. Co., Inc.; C. Francis H. A. WekeGeld, Imperial Papes 


& Color Corp., and James S. 


Beaty, Seen, Pint Prats Walt. Sandard. Varnish Woke 
Valentine & Co., Inc.; Graham | The next regular meeting of 
W. Corddry, Titanium Pigment | the association will be held May 
Corp.; O. J. S. deBrun, The|8 at the Hotel Biltmore, New 
| Egyptian Lacquer Mfg. Co.; | York City, and the annual sports 
| Ralph H. Everett, Keystone Var- | outing, Thursday, June 8, at the 
nish Co.; Louis Gillespie, Gil- Westchester Country Club, Rye, 
lespie - Rogers - Pyatt Co., Ine.; | N. Y. 


} 








POT AND KETTLE NEWS 


At the March 18th meeting; its monthly business meeting. 


| ofthe Los Angeles Pot & Kettle | Newly elected to membership 


Club, Art Clark, as chairman of | were George Speak, Broadway 
the day, presented as guest | Department Store, Los Angeles. 
speaker, Don Thomas, managing | Chairman of the sports commit 
director of the All Year Club of | tee L. I. McAllister, Landers, 
Southern California, who ad-| Frary & Clark, announced that 
dressed the meeting on “Tourist | 25 of the members are now par- 
Trade in Southern California.” | ticipating in the weekly bowling. 
Visitors at the meeting were | Averages for the five leading 
George Spear, Broadway Depart- | bowlers are: Bill Smith, Gris- 
ment Store, Los Angeles; Irving} wold Mfg. Co., 177; Leonard 
Sharkey, Dohrmann Hotel Sup-| Fiske, D. E. Sanford Co., 168; 
ply Co. San Francisco, and| Jack Badham, Hoffman Hdwe. 
Homer Wilson, White House, | Co 165; Al Tengwald, Wagner 
San Francisco. Mfg. Co., 162, and L. I. McAl- 
At the March 25th meeting of lister, Landers, Frary & Clark, 
the club, George P. Wilcox, 156 
chairman, provided a program of 
professional entertainment. After 
the entertainment President C. 
H. Hobson announced that the 
committee for the semi-annual 
dinner-dance would consist of all 
past presidents of the club with 
Weldin Read as committee | tion picture, “Singing Wheels,” 
chairman. which depicted the scope of the 


At the meeting of April 8, 
Fred Brose, chairman of the day, 
presented Archie Bailey, field 
representative of the Motor Truck 
| Association of Southern Califor- 
nia, who entertained with a mo- 








On April first the club met for | present-day trucking industry. 
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THEODORE L. HOPKINS 


Theodore L. Hopkins, general | 
sporting 
arms division of the Savage Arms 


sales manager of the 





THEODORE L. HOPKINS 


Corp., with offices at the 
Stevens Arms Division at Chico- 
pee Falls, Mass., died Tuesday, 
April 8. 

He joined the J. Stevens Arms 
Company in 1910, after several 
years with Shapleigh Hardware 
Co., St. Louis, and the Hurty- 
Simmons Hardware Co., Minne- 
apolis. After the J. Stevens Arms 
Co. was merged with the Savage 
Arms Corp., he was appointed 


general sales manager of the 
sporting arms division. 

Mr. Hopkins’ genial person- 
ality made him one of the best 


known sporting arms sales execu- 
tives in the United States. 
ing his lifetime he knew and 
visited all of the hardware job- 
bing distributors in this country 
and Canada. His many friends in 


CATALOG MARKS AURORA 
EQUIPMENT ANNIVERSARY 


May, 
versary of the founding of the 
Aurora Equipment Co., Aurora, 
Illinois, manufacturer of all types 
of steel fixtures and equipment 
for storage and display. 
M. Dunham, 


and general manager of the com- | 


pany, began the business in New 
York City 30 years ago and two 
years Tater removed his 
lishment to Aurora. In 1913, the 
company was incorporated. 
Commemorating its 30 years of 
business in the steel equipment 
industry, the Aurora Equipment | 
of its 


Company is issuing one 


1941 


MAY 1, 


Dur- | 


1941, is the 30th anni- 


Thomas | 
who is president | 


estab- | 


| the company with which he has 
been associated for over thirty 
years and the high esteem in 
which he was held throughout 
the industry are evidence of the 
great success which he achieved 
|in his chosen field of endeavor. 


PAUL WEISS 


Paul Weiss, 75, 
Dunkirk, N. Y., 
| and former mayor of that city, 
| died April 20 in his home after 
'a long illness. Mr. Weiss had 
| operated two hardware 
| having started in the retail hard- 
business when a_ young 
|man. He served 20 years on the 
Common Council and was mayor 
| of the city for three terms of two 
He had been a direc- 
Merchants 


prominent 


stores, 


| ware 


years each. 
tor of the 
Brooks Memorial 


| the Hospital. 


LEONARD J. "WEBSTER 


Leonard J. Webster, Chicago 
| district manager of chemical spe- 
cialty sales for the E. I. duPont 
de Nemours & Co., Wilmington, 
| Del., passed away 
a heart attack. Mr. Webster had 
been associated with the com- 
pany for the past 13 years and 
at the time of his death was 
president of the Booster Club of 
Chicago. 


ENOCH S. BROCK 


Enoch S. Brock, 82, 
hardware merchant of Greenfield, 


oldest 


Tenn., passed away recently. He 
had been in business for the 
past 62 years. At the time of 


his death he was senior member 
of E. J. Brock Hardware and 
| Furniture Co. 


National | 
| Bank and served on the board of | 


April 5 of | 


hardware dealer | 





THE NEW 


Wi} LON 


S33, ele) aie tel-14 an, lem 





Choice of American Builders and Home Owners 


This is a big season for Norton Dealers. The new 
Norton Number 44 has been enthusiastically 
received. It sets new highs in appearance, efficiency, 
and durability. Your home owner and builder cus- 
tomers will be quick to see the advantages of its 
superior construction features. The cylinder is a 
seamless BRASS tube, finished in brown to harmo- 
nize with other exposed parts of the closer. It will not 
rust. Bracket, spring holder, and hinge plate are 
heavy steel stampings. The spring is of flattened 
wire for greater strength and is protected from dirt 


| and dust by a smooth, curved cover that is quickly 


most complete and comprehensive | 


catalogs. 

| The new 
Catalog” includes such products 
as steel shelving with three new 
types of shelves, parts bins, 
drawer cabinets, gasket racks, 
spring and bar racks, various 
types of “dressing up” storage 
equipment, tool storage units, 
tool cabinets, work benches, shop 
desks, tool toters, stock carts, 
storage and display counters, 
| catalog binders, filing cabinets, 
wardrobe cabinets, book shelv- 
| ing, cut cabinets, bin systems for 
| car dealers, tire racks, display 
fixtures, special products and a 
| complete description of the com- 
pany’s engineering and merchan- 
| dising service. 








“30th Anniversary | 


removed and replaced without distortion. Norton 
Number 44 may be installed on either the hinge or 
opposite the hinge side of the door, right or left 
hand, and comes packed in individual cartons with 
full instructions for applying. Retails at $2.00 


NORTON 
NO. 04 
SCREEN 
DOOR 
CLOSER 


‘Ihe Norton Number 04 is the closer that sells when a 
good performer at a lower price is demanded. Because 
fewer parts are required in the simplified construction of 
the Number 04, it can be sold at an extremely low price, 
considering quality and durability. The cylinder of 
Number 04 is also a seamless BRASS tube. The spring 
is concealed within the cylinder. Number 04 is installed 
on opposite the hinge side only, right or left hand, and 
comes packed in individual cartons with full instructions 
for installing. Retails at $1.25. 





Consult Your Jobber or Write to 
NORTON DOOR CLOSER CO. 
Division of The Yale & Towne Mfg. Company 


2900 N. Western Ave. Chicago, Illinois 
MENS A RA ARO EN tt NRE ty SE MITRE OS an ORR cE TE 
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GATHERS IMPRESSIONS he made an extensive study of | Hills Country “elub in Kansas | Swanman, manufacturers’ agent: Ss. 
OF SOUTH AMERICA business conditions. City. Those persons associated | A. G. Walker, Walker - Stevens WITH 
; Among impressions gathered | with the hardware industry are | Co.; E. T. Wanderer, Wilkening \ 
Max Durst, president of Key Mr. D aias Sei Elie. | Galen testtnd aah ie | Gite Be: oak A. Canbaak ee 
stone Brace & Rubber Co.. Inc. by r. Durst are: South J mer veing invitec to _ atten ° 1€ , g. Lo., an . de. urzbacnh, onde 
: icans think and act more like | afternoon of golf will be followed | Sargent & Co. the Si 
Philadelphia, Pa., has recently. ; pos 1 
Europeans than Americans; the | by dinner and entertainment. The caster, 
mass of the people is pro-Eng- | affair will be a stag. B. St 
lish and pro-American; there is Active members of the Kansas NEW OFFICERS FOR manag 
an attempt to modernize the high- | City unit who will act on com- VIRGINIA ASSN. annive 
ways, and some residential build- | mittees are: At the recent 22nd annual con April 
ing is going on; the west coast E. L. Biersmith, Columbian | yention of the Virginia Retail ican E 
has not progressed as rapidly as | Steel Tank Co.; Bert J. Clark, | f{ardware Association at Dan to Mr 
the east coast; with the excep- | manufacturers’ agent; R. V. Cu- | ville, Va., J. E. Galax, Va., was directs 
tion of Peru, most countries do | sack, Cusack & Harman; A. J. | elected president and W. T pany | 
not allow the removal of Amer- | Dolliver, American Chain & Cable | TjjJar, Jr.. Emporia, vice-presi of mi 
ican imoney without special per- | Co.; Earl H. Ebert, Earl H.| dent. Members of the executive by en 
mission; the future of South | Ebert Co.; B. E. Ericsson, Jr., | committee, reelected, are: R. L. and | 
America as a market for Amer- | Norton Door Closer Co.; P. T. | Beamer, Pulaski; M. R. Ford. Gifts » 
ican products depends on the | Gibbons, The Stanley Works; C. | Orange; Tom Jones, Richmond: the di 
establishment of native factories | E. Hanson, Boston Woven Hose C. W. Cleaton, South Hill, and Mr. 
and resultant higher wages and | & Rubber Co.; F. S. Hires, Rus- J. D. Murrill, Covington. Paul tie 3 
purchasing power. sell & Erwin Mfg. Co.; R. V. | Tyree, Altavista, is a new mem og whi 
| Isham, Shefheld Steel Corp.; Wil- | ber. G. T. Omohundro, Jr.. Steinn 
GOLF TOURNEY. MAY 23) lard S. Johannsen, Ferm-Town | Scottsville, is secretary. years 
OF KANSAS CITY UNIT Hardware; ¥. B. Kennedy, manu-| Speakers at the omtitinn ta becam 
CENTRAL STATES CLUB facturers’ agent; Dietz Lusk, | cluded A. L. Scaife, General partme 
peered The Kansas City unit of the | Henry Disston & Sons Co.; L. P. | Electric Co.; Dean H. J. Herring. tion 1 
Central States Hardware Club | Mentzer, Federal Enameling & | Duke University, W. N. Neff. freasui 
returned from a 20,000-mile trip will hold its annual golf tourna Stamping Co.; W. L. Poynter. | Abingdon, and Rivers Peterson. 
throughout South America, where ment May 23rd at the Indian | Black & Decker Mfg. Co.; M. H. | managing director, N.R.H.A. = 
Rs H 





ATTEND NEW STANLEY WORKS BUILDING DEDICATION 
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On March 6th a new one-story building with two mezzanine floors, the building covering an acre of ground and containing nearly In 
10,000 window-panes, was dedicated at a party given by The Stanley Works’ Mutual Benefit Assn., the largest industrial party ever partme 
held in New Britain, Conn. Incidentally, Stanley is one of the largest manufacturers of wrought hardware in the world and has the es 
been in business since 1843. The building was started in November, 1940, and is now occupied by the receiving department and sale p 
a machine room. The affair was a combination of the SW MBA’s annual party and a building dedication with nearly 5,000" Stanley ply de 
W orks’ employees and their families and guests in attendance. Pictured at top left is C. F. Bennett, who has just retired as presi- as me 
dent and has been made chairman of the board. Mr. Bennett extended greetings to the group and congratulated the S™MBA for he stil 
its successful cooperative effort in staging the party. A stage sho was presented which had previously been given over the air and Abo 
had won first prize in the Industrial Playhouse which was sponsored by the Manufacturers’ Association of Connecticut. Lunch was builde 

served to all. Two orchestras, one for modern dancing and one for sauare dancing, provided music for the thousands who danced. 

Exhibits of products made by the various divisions of The Stanley Works were displayed and created much interest, the workers parvum 
showing their families what they make on the job. the su 
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S. B.. SMITH 50 YEARS | 
WITH STEINMAN HDWE. CO. | 
\ surprise party was held | 
Monday evening, March 24, at 
the Steinman Hdwe. Co., Lan- 
caster, Pa., in honor of Samuel | 


B. Smith, secretary and _ sales | 


manager, who completed his 50th |’ 


anniversary with the company on 
April 1. A bouquet of 50 Amer- 
ican Beauty roses was presented 
to Mr. Smith by the board of 
directors of the hardware com- 
pany and another large bouquet 
of mixed flowers was given him | 
by employees of the Steinman 
and Kirk Johnson companies. 
Gifts were also presented during 
the dinner. 

Mr. Smith began his duties | 
with the company as a cashier 
in what was then the George M. 
Steinman and Co. He was 16 
years old at that time. He later 
became manager of the stove de- 
partment and retained that posi- 
tion until he was elevated to 
treasurer. When the late S. Z. 


Moore took over the firm, Mr. 
Smith became the secretary and 
sales manager. 





SAMUEL B. SMITH 


Mr. Smith is also secretary of | 


the Pennsylvania Wholesale 
Hardware and Supply 
ciation. 


L. H. Kurtz Co., Des Moines, lowa, 
Celebrates 75th Anniversary 


Tuesday, April 8, marked the 
75th anniversary of the founding 
in Des Moines, Iowa, of the L. 
H. Kurtz Co., now one of the 
largest hardware, plumbing and 
heating supply, and _ sporting 
goods firms in the middle west. 
The L. H. Kurtz Company is 
the only Des Moines institution 
which has been in business con- 
tinually for 75 years in the same 
block. 

L. H. Kurtz, founder of the | 
company, went to Des Moines in 
1861 to enter business. He spent 
the first five years in Des Moines 
as a clerk in two local hardware 
stores and then founded the pres- 
ent company in 1866, with a| 
capital of less than $350. He | 
was the active head until his 


death in 1923. 





Associating himself with his | 
father in 1884, L. C. Kurtz, Sr. | 
entered into the active promo- | 


tion and development of the busi- 
ness, and since the death of his 
father, has been its active head. | 
rhrough his initiative and fore- 
sight, he founded the plumbing 
and heating contract department. 
In 1908 the contracting de- 
partment was discontinued, with 
the establishment of the whole- 
sale plumbing and heating sup- 
ply department, with Ben Waldt | 
as manager in which capacity 
he still serves the company. 
About the same time, the 
builders’ hardware contract de- 
partment was organized under 
the supervision of John J. Wie 
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land, who still serves as manager 
of that department. 

In 1920, Louis C. Kurtz, Jr., 
oldest son of L. C. Kurtz and 
grandson of the founder, became 
actively engaged in managing 
the business, and is now vice- 
president of the company and 
is in the active management of 
the hardware and sporting goods 


departments. In 1926, Bernard 
D. Kurtz, younger son of Mr. 


L. C. Kurtz and another grand- 
son of the founder, entered the 
business and is now secretary of 
the firm, and general sales man- 
ager. In charge of the office 
and credit department, is C. H. 
Gimar, who came with the com- 
pany in 1914. Associated with 
him in this department is Miss 
Margaret Condon, who has fo 
25 years been cashier. 

The L. H. Kurtz Company now 
employs 58 persons; there are 11 
outside salesmen. 


VITA-VAR TO EXPAND 
TRADE SALES DIVISION 


Vincent Clausen, merchandis- 
ing manager, Vita-Var 
Newark, N. J., has 


that the trade sales division of 


Corp.., 
announced 


the company is being further de- | 


Aseo- | 


veloped due to the increased vol- | 


ume of sales. 
being enlarged and several addi- 
tions and changes are being made. 


The company has leased addi- | 


tional space in the Raymond- 
Commerce Bldg., Newark. 


The personnel is | 


| 


! 


Certificate of Guarantee 


Thi Certificate Guarantecs 10 
F nteed 
; Serial No. ed wall 
- , No... - in material and 
Fae Pr yor rom dam of vain epi: SO : 
a : and service. 
manship, under normal use B. oor factory, any past which becomes 
accident, misuse or neglect, prov 
such defedt. No obligation other 
forth shall be binding upon the Company 


THE DEMING COMPANY 





Every Deming Water System is backed up by the 
Certificate of Guarantee illustrated in miniature 
above. 


This is a real SALES CLINCHER because it PROVES 
to your customers that only high standards of 
material and workmanship can make such a 
guarantee possible! 


Add that fact to the engineering features of Deming 
Pumps and Water Systems. 
PLUS Deming’s 100% policy 
of cooperation with Deming 
Distributors and Dealers. 
There’s only ONE answer: 
It's SOUND BUSINESS TO 
SELL DEMING! 


The Deming “MARVELETTE” 
illustrated above 
and the Deming 
“JET” illustrated at 
right are two of 
the “All-Star” line 
of Deming Pumps 
and Water Systems. 
Write for complete 
details. 
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It Pours Easy 


---and selis fast 





De Luxe No. 1120—the 


DAIRY PAIL 


with the “Easy-Pour” Lip 


Hardware’s recent “Open House” convinced 
the trade that this is not only an excellent 
dairy pail... but a real profit-maker. 


It sells fast because it makes milk handl- 
ing so much surer and easier... because it 
keeps the flow under control and prevents 
splashing, spilling and waste... because it 
saves many a clean-up job. 

People like the efficiency of that special- 
ly-shaped pouring lip, the raised and easy- 
to-clean bottom, the heavy-wired top, heavy 
tin-wired bail and riveted ears. A bright tin 
pail, it’s 11% x 9'%e inches in size, holds 12 
quarts. One dozen in a shipping carton, 


weight 27 pounds. 


Ask Your Jobber's Salesman 


STS 


SCHLUETER MFG. CO. 


ST. LOUIS. MO. 














FRED R. PECK, sales 
manager of the Patent Novelty 
Co., Fulton, lll., is 75 years 
of age and has been identified 
with the hardware business 
for over 56 years. Born on 
Oct. 23, 1865, Mr. Peck en- 
tered his father’s hardware 
business in Wisconsin in 1884 
following his graduation from 
high school. He remained 
there until 1907 when he en- 
tered the manufacturing busi- 
ness. He first began with the 
manufacture of rural and city 
mail boxes in Berlin, Wis., 
and remained in that field un- 

FRED R. PECK til 1914 when he went on the 
road as a broker for several 

manufacturing firms and traveled until 1920. He then 
became identified with the Patent Novelty Co. as sales 
manager in the hardware department and has remained 
there ever since. Mr. Peck’s family consists of his wife 
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Hardware Age 
Fifty Year 
Club 


and three children in addition to which he has five grand- 
children. He lives in Clinton, Iowa, across the river from 
the plant in Fulton, III. 


A. E. KINSLEY, Eastern 
Canada and United States rep- 
resentative for the Animal 
Trap Co. of America, Lititz, 
Pa., is 63 years of age and has 
been identified with the hard- 
ware and trap business for 
over half a century. Born on 
September 17, 1877, Mr. Kin- 
sley started making chain for 
traps at an early age and 
made from 1000 to 2000 week- 
ly. From June, 1893, until 
September, 1895, he was em- 
ployed by the Oneida Com- 
munity, Ltd., Oneida, N. Y., 
as a shipping and receiving 
clerk. He then was a salesman 
to the jobbing trade until Jan- 
uary 1, 1913. On March 17 of that year he incorporated 
the Triumph Trap Co., Oneida, N. Y. On October 1, 
1922, he was retained by the Norwich Wire Works, Nor- 
wich, N. Y., to develop a game trap department. This 
was sold to the Animal Trap Co. of America in the spring 
of 1931. Mr. Kinsley has never held public office for, as 
he says, he has “been too busy jumping about the world 
and doing my bit to hold it together.” His hobbies were 
formerly hunting, trapping and fishing but, following a 
major operation which he underwent last June, he has 
adopted the easier hobby of gardening. 





A. E. KINSLEY 
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New and Improved Merchandise—D1s play Helps—Sales Literature— 


DeLuxe “Red Devil” Fencer 


The 1941 “Red Devil” electric fencer 
line includes a new deluxe unit, No. 
334, and a simplified, standard model, 





No. 333. Improvements in No. 334 
maker states, include: timer mechanism 


in which mechanism is pre-baked into 
the plunger permanently to prevent it 
from sticking; new, improved lighting 
arrester; phosphor bronze spring under 
contact point; ammeter and button for 
testing battery and fence line, locating 
short-circuits, etc.; tamper-proof operat- 
ing switch; sturdy combination fence 
clamp, handle and guard, integral with 
case, with two screw locks for easy, se- 
eure suspension of unit on post screws: 
four “bosses” on bottom of case for 
shelf or ledge installations: eight vent 
openings in base of case which also 
serve as outlets for possible battery acid 
drippings; faster time action to save 
current and prolong battery life: im- 
proved wiring system to permit inser- 
tion or removal of battery without a 
single clamp or wire to connect or dis- 
connect. No. 334 retails for $14.95; No. 
333, $10.95, with year’s guarantee for 
both. Landon P. Smith, Inc., Irving- 
ton, N. J. 


Wheel Barrow Catalog 


The Jackson Mfg. Co., Harrisburg, 
Pa., has issued an attractive and color- 
ful new catalog, Ne 42, on its line of 
“Superior Products’ including contrac- 
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tors’ barrows, pneumatic-tired barrows. 
garden barrows, coal barrows, brick and 
tile barrows, tubular barrows, general 
purpose barrows, stone barrows, lawn 
barrows, concrete carts, lawn rollers, 
mortar pans, drag scrapers, and sala- 
manders. The catalog contains over 
50 pages, is 8% by 11 in. with a 
brightly checkered cover illustrating the 
items in the line. 


Steam Electric Iron 

Waring “Aluron” is a fully automatic 
electric iron developed by Fred Waring 
which is said to deliver steam at a 


finger’s touch. It may be used just as 
any other iron with instant “dial con- 
trol” of temperature range but maker 
states for fast, safe work in finishing 
delicate fabrics, steam is instantly avail- 
able. Iron produces steam but does not 





store it. There is no “boiler” but a 
reservoir of tepid water from which the 
steam is made, one drop at a time. 
Lists at $14.95. The Waring Corp, 1697 
Broadway, New York City. 


Cabinet Hardware 


No. 207—for kitchens and bathrooms, 
this six-page catalog folder provides de- 
tailed illustrations and descriptions of 
the complete “Amerock” line of cabinet 
hardware. Three design groupings are 
featured at graduated price levels —De 
Luxe, “Streamlux,” and = Standard. 
{merican Cabinet Hardware Corp., 


Rockford, I. 





Glass Door And Drawer Knobs 


These glass door and drawer knobs 
are suitable for period and modern in- 
teriors. Knobs are seamles: and hand- 





finished. Made in crystal glass only 
and mounted in cast brass shanks. Ob- 
tainable in all finishes. Door knobs may 
be purchased with or without cast brass 
roses. Packed complete with spindles 
and screws. Technical Glass Co., 2050 
EF. 48th St.. Los Angeles, Cal. 


Fluorescent Kitchen Unit 


The Mitchell Mfg. Co., 2525 Clybourn 
Ave., Chicago, Ill, has produced a low- 
cost fluorescent fixture for kitchen use 
that can be installed quickly in exist- 
ing fixture holders. It uses two T-12 
20-watt, 24-in., fluorescent lamps and 
is equipped with fitters for quick attach 
ment to any standard 4 in. or 6 in. 
kitchen holder. The reflector is finished 
in durable gloss white enamel and the 
unit is quality built throughout, with 





Underwriters’ Approved ballasts and 
starters. It operates on 110 to 125 volts, 
60 cycle, AC current and the list price 
is $6.95. 
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Window Trims—New Packages—New Colors—Catalogs 


Coleman Camp Stoves 


Two new streamlined camp stove 
models are ,included in the 1941 line 


of The Coleman Lamp & Stove Co.. 


=. 





Wichita, Kan. New features are the 
tray-type lid, to provide handy space 
for cooking utensils and to prevent their 
sliding off; slide-away strap steel legs 
that slide into the stove body; improved, 
better performing, faster heating, clean- 
“Band-A-Blu” — burners, 

instantly like a gas 
rounded and _ the 


er burning 
regulate 
stove. Corners are 
case streamlined for handy carrying and 
packing in with camping and outing 
equipment. The new models come in 
two and three burner sizes to give a 
complete line of 5 models with prices 
as low as $4.95. Dealers are furnished 
without charge a complete assortment 
to tie-up sales helps. 


which 


Differential-Transmission 
“Quik-Kleen” Units 

For motor cars, trucks, buses and 
tractors. Said to permit easy, quick 
removal of grease from transmission 
and differential housings in conjunction 
with present tire inflation equipment. 


@:§ 


1941 
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Mes Retail Hardware Stores 





DT Quick-Kleen Co. P. O. Box 823, 


Tulsa, Okla. 


Making a Tennis Table 

Stanley Tools, New Britain, Conn.. is 
offering dealers a plan for the construc- 
tion of a folding tennis table. This 
plan is available from the company in 
reasonable quantities for distribution to 
customers. 





THIS © MEASUREMENT STEEL TAPE RULE 


WILL GIVE YOU Glia Propita- 





Fuse Catalog 


Trico Fuse Mfg. Co., 2948 N. Sth St., 
Milwaukee, Wis., has published catalog 
No. 50 providing information on how 
to secure maximum fuse protection; re- 
move and replace fuses surely, eliminate 
poor contact between fuses and _ clips, 
and lubricate all types of bearing sur- 
with visible, automatic 


faces modern, 


oiling devices. 


@ it's a new combination to increase your sales. Master Steel Tape Measur- 
ing Rules with a “spare” easily replaceable blade. Two unit sales at one 
price. Master Steel Tape Rules in the pistol-butt shaped case makes 6 
different kinds of measurements a one-hand job. The resilient high-grade 
steel blade checks kinks or curls—calibratjons are easy to read and 
permanent. The blades can be interchanged by anyone. A mere flick of the 
hand does it. Case is easy to take apart and clean. 

When you sell a Master 
Steel Tape Rule sell a 
“spare” blade with it. 
Double your _ store 
profits — build a re- 
placement blade busi- 
ness. Take advantage 
of the special offer to- 
day. Send your sample 
order today. 










A STEEL TAPE RULE 


for measuring inside— 
outside — height — depth 







| algadatstitlad: 
+A SPARE BLADE 
s2.30 value Now */.50 


For a Limited Time Only. One To A Dealer 













me ee ee ne em 
8 smener Rute Mig. Co., inc, 815 E. 136th St, NLY.C. Dept. A 
1 enclose $1.50 for delivery postpaid for one “Streamiine” 

MASTER TAPE RULE, with spore blade. { 
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Puncture-Proof Wheels 


My 


( 

Full utilization of the quiet, safe, anc 

cushioned performance of pneumatic dli 

tired wheels without inflation problems wit 

or repairs due to punctures is an out- len 

standing advantage claimed for these wilt 

wheels equipped with puncture-proof, tra 

cushion rubber (zero pressure) tires. for 

These tires, sturdily constructed of me 

an 

gir 

ere 

‘ ‘ Ar 
Adapter-Type Fluorescent is ready for immediate installation. na 


Household Units 


Unit illustrated can be installed al- 
most as easily as changing a bulb, 
maker states. Requires no rewiring and 


*“No-Wash” Remover 


Wilson-Imperial Co., Newark, N. J., 
have introduced, “Imperial No-Wash” 


Provides daylight brightness. Also 
made in other designs for kitchen, bath- 
room, bedroom; also for stores and 
offices. The Frankelite Co., 2623 E. 
51st St., Cleveland, Ohio. 


one scraping and to leave no waxy 
residue, thus eliminating after-washing 
or neutralizing. A quick clean-up with 
rags or steel wool is all that is neces- 
sary. New finish can be applied im- 
mediately after removing. 

“No-Wash” remover stays wet, per- 
mitting application over a large area 
before starting to strip and is said to 
work equally well on any finish, both 
exterior and interior work. Also claimed 
to be harmless to wood or metal and 





highly resilient cushion rubber, are de- 
signed for severe service requirements, 
and have a load capacity equal to 4- 
ply pneumatic tires. Suited for wheel- 
barrows, trucks, carts, portable equip- 
ment, etc., these wheels may be ob- 
































ca 
to contain no acid or alkali; not to raise tained with “Nu-Seal” bearing pestee wi 
the grain or darken wood, to injure tors to safeguard the bearings against in 
remover. This new remover is said to the most delicate veneer, and to have the destructive effects of abrasive dust, sp 
permit the removal of many coats with no after-effect on glue. sand, grits so prevalent in brickyards, pr 
foundries, cement plants, construction sh 
a a ; vous ea eee teens oy projects, etc. List 3— Industrial ot 
‘ Wheel Catalog and Price List, 40 pages, A 
BUILD UP YOUR ROOFING BUSINESS with [lene eciaiotstds 
a wide range of the company’s pneu- 
matic rubber, cushion rubber (punc- “6, 
ture-proof) and solid rubber tired 
wheels, together with swivel and rigid 
forks, is available. French & Hecht, ac 
Inc., Davenport, Towa. de 
eked anicr > 
m 
Screwless Front Pushes \ 
Have no screws to mar surface ap- fo 
pearance. Extend only 31/16 in. from fe 
wall. They are fully insulated with M 
impregnated moisture-resistant insula- ti 
tors. Contacts are pure phosphor is 
bronze, self-cleaning in operation. Fin- o 
ished plates are heavy brass, not a 
sprayed, with antique finish. Card- 4 
| ; holder or indicator type push includes a 
: card with printed names such as D 
’ “doctor,” “dentist,” etc., plus blank 
ACKED by 68 years of spe- to meet every requirement... . 
cialized manufacturing ex- Decide now to build up your 
perience, these high quality. roofing business — to increase 
low-priced, ready-to-lay-roof- your profits—with CAREY Roll 
ings are nationally-known for Roofings. Write nearest branch 
their dependability. Made in office for details and catalog— 
various weights and finishes or address Dept. 66. 
THE PHILIP CAREY COMPANY @ Lockland, Cincinnati, Ohio 
Dependable Products Since 1873 cards for other designations. Pack- 
in Canada: The Philip Carey Company, Ltd., Office and Factory, Lennoxville, P. Q. aged in counter-display carton. Ed- 
wards and Co., Inc., Norwalk, Conn. 
N 
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Myers Utility Sprayer 

Compact, completely self-contained 
and properly balanced for easy han- 
dling. Push type model is equipped 
with telescoping handles to reduce 
length for storage. It is also available 
with trailer hitch for drawing behind 
tractor or auto, as well as with shafts 
for one horse. Has rubber tires. Sheet 
metal guard completely covers pump 
and V-belt drive between pump and en- 
gine. Has power and capacity for op- 
eration of one gun at 300 Ib. pressure. 
Archwelded steel tank of 50-gal. capac- 


ity is provided. Agitation is mechani- 





complete 
with 144-hp. engine and all accessories, 
including lead of Myers high pressure 
spray hose complete with fittings, gun, 


cal. Sprayer is furnished 


pressure relief valve, pressure gage, 
shut-off and _ perforated brass filter 
strainer. The F. E. Myers & Bro. Co., 
Ashland, Ohio. 


“Gileo” Water Heater 


Uses fuel oil. Has water temperature 
adjustment knob for any temperature 
desired; “Draft-o-Light” which is a 
combination 90 deg. elbow and auto- 
matic draft regulator; rock wool insula- 
tion and side insulation, a combination 
of corrugated asbestos and reflectory 
foil. Maker states heater burns per- 
fectly clean on both pilot and high-fire. 
Made in 20, 30, 40 and 50-gal. capaci- 
ties, with the first three capacities hav- 
ing approximately 30 gal. per hr. heat 
recovery on an 80 deg. temperature rize, 
while the 50-gal. size has approximately 
40 gal. per hr. recovery based on an 80 
deg. temperature rise. J. L. Gillen Co.. 
Dowagiac, Mich. 





Cory Bridal Promotion 
To tie in with June as the 
Month,’ the Glass Coffee Brewer Corp., 


“Bride’s 
325 N. Wells St., Chicago, Ill., is offer- 
ing a new assortment, the “Bride’s Spe- 
cial,” consisting of invitation cards to 
mail to preferred prospects; free 
“Bakelite” measuring cups of the new 
walnut-tone to “give away”; window 
streamers; counter cards; newspaper 
ad mats; suggestions for compiling 
mailing list and following through with 
an effective promotion. Also provided 
is an extra value in free replacement 
glass. 


Rawlplug Anchors 


Catalog No. 41 provides data, charts 
and tables on expansion anchors. Also 
contains complete data on every type 
of anchor made by Rawlplug together 
with list of uses and other engineering 
data. Packet size type. The Rawlplug 
Co., Inc., 98 Lafayette St., New York 
City. 


Carpet Laying Tacks 


Maker claims the following features: 
small beveled head that stays on, buries 
itself in nap—less visible; needle-sharp 
point that sticks easily and holds se- 
curely in hard wood; heavy shank that 
drives straight into hard wood without 
bending; sterilized for extra protection, 
blued in high-heat electric furnaces. 
Tinned tacks also available. Recom- 
mended for use in sizing rugs as they 
draw easily out of hard wood. Manu- 
facturer offers illustrations, shown here. 
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to picture the result of using the bev 
eled head tack (on left) as compared 
with ordinary flat head tack. W. WV. 
Cross & Co., Inc., East Jaffrey, N. H. 


Synthetic Clear Finish 


“Plax Water Clear” —a_ synthetic, 
water-clear finish for exterior or in- 
terior use over painted, varnished, or 
natural surfaces. Maker claims for it 
unusual clearness, gloss, and durability 
Said not to discolor even the lightest 
surfaces over which it is applied, and 
to dry hard overnight. 
clude a counter or window display, 


Sales helps in 


window streamers, and hand-out circu- 
lars. The Lowe Brothers Co., Dayton, 
Ohio. 
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AND YOU SELL 


CONSUMER 
SATISFACTION 


AN OLD MARKET REVIVED! 










Hot plate users, hot plate prospects now demand the 


_ i FN 


"THE EVERHOT RANGETTE 


able oven, an extra). 





/ overloading. 


~_» FRIES— , 
3 heats. Quick delicious 
breakfasts of pancakes, 
eggs, bacon or sausage. 
Porcelain enameled top, 
beautiful white body and 
chrome drawer. 


Order from your distributor today. 


Makers of EVERHOT Roasters, Ranges and Appliances 





Brings quick, clean, economical electric 
cooking to small families, summer cottagers, 
trailerites. Has frying griddle. Broils, fries, 
toasts, boils and bakes (in insulated detach- 


BROILS—Steaks, chicken, 
chops. 1100-watt burner 
provides fast even heat. In- 
terlocking switch prevents 





THE SWARTZBAUGH MFG. CO., TOLEDO, OHIO 
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for More Tool Mileage 





Electric Fans 


A price reduction of $3.00 in the re- 
tail price of the leading model of the 
line is announced by the Westinghouse 





Electric & Mig. Co. merchandising divi- 
sion, Man field, Ohio, in introducing 
its 1941 line of household electric fans. 
The 10-in. “Power-Aire,” an oscillating 
desk model with non-resonant Micarta 
blades, this year carries a suggested re- 
tail price of $14.95. The new fan has 
a three-speed snap type switch and has 
an oscillation are of either 75 or 45 deg. 
Its air delivery is 1000 en. ft. per min. 


Pastel Kitchenwares 


This new ensemble of pastel tinted 
kitchenware items, known as “Modern 
Garden Girl Decorated Ware,” features 
a new type of “third dimension” decal- 
comania decoration and soft pastel col- 
ors. To obtain a realistic effect, a 
miniature model of the “Modern Garden 
Girl” complete with potted plants, was 
photographed with Kdédachrome color 








The 10-in. “Pacemaker” oscillating 
desk - bracket fans has one - piece 
steel blades, a rotary off-and-on switch 
and is priced at $9.95. All models of 
the line have completely new styling, 
the “Pacemaker” models being _fin- 
ished in mahogany brown, and the 
*Power-Aire” models in gunmetal gray. 
Other models, in addition to the two 
10-in. fans, are the 8-in. “Pacemaker,” 
a non-oscillating desk fan priced at 
$4.95; the 10-in. “Pacemaker” on a 
pedestal, $12.95; the 12-in. “Pace- 
maker” at $17.95; and the same model 
mounted on a pedestal, at $22.45. 


Peters Cartridge 


Another addition to the “Inner- 
Belted” line of big game cartridges 
has recently been announced by the 
Peters Cartridge Division of the Rem- 
ington Arms Company, Inc., Bridgeport, 
Conn. The new addition is the .300 
caliber Savage “Inner-Belted” expand- 
ing soft point cartridge with a 150 
grain bullet. Ideal for small and medi- 
um game of the fleet-footed type, the 
new cartridge is particularly recom- 


ee 


mended for the Remington Model 81 
and other big game rifles chambered 








nite ae 


for this ealiber. 


film, thus enabling the decalcomania to 
be reproduced in full, natural color. 
The line is finished in soft tints of 
pastel yellow, pink, blue, green, and a 
gleaming white accented by red knobs. 
The entire group of items has flat tight 
seams for easy cleaning; brilliantly tin- 
ned interiors; well-rolled beads, and 
smoothly rounded corners. National 
Enameling & Stamping Co., Milwaukee, 
Wis. 
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FORSTNER 
AUGER BITS 


“ALL-PURPOSE 
BORING TOOLS” 





Right here 
is the difference! 


Note that this bit is guided by a 
circular rim instead of a center 
spur — a feature which permits 
operation in any direction regard- 
less of grain or knots leaving a clean, 
polished peripheral surface and a 
smooth, flat-bottomed hole. Any arc of 
a circle can be bored with a Forstner 
Bit. Woodworkers find dozens of uses 
for this tool—find it handy for mor- 
tising, scalloping, pattern making, scroll 
work and for wpe other operations com- 
monly done with chisel, gouge, scroll saw or 
lathe tool. Include Forstner Bits in your tool 
line for profitable sales. Order through your 
jobber. If he cannot supply you write us direct. 
SIZES AVAILABLE: For machine use, 4“ to 
132" by sixteenths, 112” to 3” by eighths. For 
hand use, '4” to 114” by sixteenths. Sold singly 
or in sets of 9. 11 or 17 bits each. 
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KILLS APHIS 


“Black Leaf 40” sprayed according to direc- 
tions controls aphis, leafhopper, lace bug, 
mealy bug, most thrips, young sucking bugs, 
leaf miners and similar insects. Used by gar- 
deners and flower growers. 


KILLS POULTRY LICE AND FEATHER MITES 


Economical and easy to use—Our “Cap Brush” 
saves money for you! One in every package. 


Sell “Black Leaf 40" and Make 
More Money 


TOBACCO BY-PRODUCTS & CHEMICAL CORPORATION 
INCORPORATED — LOUISVILLE, KENTUCKY 
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CASTERS 


Use this Bassick quality group dis- 
play block—and you will double 
your caster sales. 











Display complete 
with samples—free 
with purchase of qual- 
ity group assortment 
at cost of only $9.97. 
Write for complete 
information an 
booklet “How To Sell 
Casters.” 


When you sell Bassick you can 
give your customer a guarantee of 
satisfactory service—you sell the 
leading brand—the product of the 
largest caster manufacturer in the 
world. 

Ask your jobber's salesman for 
Bassick Casters. 


THE BASSICK COMPANY 


Bridgeport Connecticut 


ynadian Factory 








r 
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“Warm Morning” Stove Line 


In these stoves the coal is heated 
between two large patented fire brick 
liners and this pre-heating is said to 
drive off the gas which is consumed by 
the flames coming up the sides and 
back of the fire brick and lapping over 
the top of the fuel bed. Any size or 
grade of coal, coke, or briquets can be 
used and only a minimum of attention 
is required for controlled operation of 
the heater. Coal feeds down gradually 
of its own weight. Heaters hold to 100 
to 200 Ibs. of coal. Fire need be started 
but once a year. Has semi-automatic 
magazine feed. Leaves no _ clinkers. 
The 1941 line consists of three models; 
No. 420, cabinet-type of burled walnut 
finish with bright chrome trim; Model 
120-A, standard type heater with body 
of blue steel finish and gray enamel 
trim, for average size home heating; 
Model 24-A, similar to Model 120-A but 
with 200-lb. coal capacity. Dealer helps 
include folders, counter, wall and win- 
dow displays, metal signs, sales manu- 
als, pennant displays, newspaper mats, 
etc. Locke Stove Co., Kansas City, Mo. 


>> 


















































Electric Hedgshear 


Electric Hedgshear for hedges, ter- 
race-grass, borders. Makes 40,000 
cuts a minute. Weighs only 5% Ib. 
Cuts on both the forward and back- 
ward stroke, thus increasing the trim- 
ming speed at least 50 per cent maker 
states. Its exclusive cutting action is 
said to eliminate all vibration. Teeth 





WH ee ee eee 


are self-sharpening. Retails for $29.50. 
Syracuse Toolectric Mfg. Corp., Syra- 
cuse, N. Y. 


Self-Priming Pump 


A céntrifugal pump that is self-prim- 
ing has just been announced by the 
Berkeley Pump Corp., Berkeley, Calif. 

In this new water system called the 


Berkeley “Stay-Prime,” an ingenious de- 
sign always keeps it primed, whether 
there are air leaks in the suction pipe 
or not. Five sizes give a capacity range 
of from 260 to 750 gallons per hour 
and a pressure range of from 20 to 50 
pounds. 


Window Well 


Of heavy gage steel reinforced by 
steel rod welded to top edge. Design 
advantages are: smooth inside surface 
reflects light; does not streak with dirt 
readily; fill around the well, does not 
have tendency to pull the well away 
from the foundation. Twenty-year guar 
antee given. Offered in both straight 
and round types and in popular sizes. 
Vajestic Co., Huntington, Ind. 
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Packaged Tar Remover 


The Curran Corp., Malden, Mass., an- 
nounces “Tarlene,” an instant acting 
solvent for hard-to-get-off road tar will 





be packaged in two new three-color 
lithographed cans in the pint and one- 
gallon size. “Tarlene” is also a basic 
ingredient for making up special car- 
buretor and fuel pump cold tank baths 
as well as an extreme pressure ingredi- 
ent of tune-up oil. 


New Towel Shelf 


A new towel shelf and general utility 
rack for bathroom, kitchen or closet, to 
hold towels, wash cloths, linens, hats, 
bags, etc. This fixture is also designed 
to serve as a practical dryer for hosiery 
and other small items. No. 2337 is 
finished in sprayed, baked, Dupont 
“Dulux” gleaming white enamel, said 





to be exceptionally resistant to shock, 
abrasion and wear. No. 5037 is con- 
structed with heavy-duty square metal 
bars and frame, and reinforced wall 
brackets. High lustre chrome finish. 
This model is larger in size and comes 
individually packed in mailing carton. 
The white enamel towel shelf retails at 
about 50 cents; the lustre chrome-fin- 
ished shelf at about $1.25. The Auto- 
yre Co., Oakville, Conn. 


**Unbreakable” Pencil 


“Templar Durolead”—said to be al- 
most unbreakable, since it will not 
break in use. To break the point, a 
pressure of almost 10 lbs. must be ex- 
erted, it is claimed. Point is reinforced 
by using a patented lead, and a special 
process, fusing the wood and lead. 
Made in six graded degrees. Reliance 
Pencil Corp., Mt. Vernon, N. Y. 
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Put It Out Where They Can Try It 


Use this proved selling stunt for two short weeks, and we'll warrant 
you'll sell more mitre boxes than you've sold in the past year: 


] Put a Langdon Acme Mitre Box on a stand by itself. (Langdon 
* Acme is head and shoulders above ordinary boxes because of 
its full ball bearing guides, which let the saw slip smoothly, and its 
quick-action ball bearing lever, for easy angle adjustment; cuts up to 
101/,” at right angles, 7” at mitre. Our Goodell All-Steel box also 
makes a good demonstrator. Its unbreakable construction and ad- 
vanced design make it the favorite of many far-sighted buyers.) 


2 Have at hand a small selection of short lengths of lumber, from 
* quarter-rounds to 4” board. ' 


3 Invite your carpenter-customers to try it out .. . to see for them- 
* selves how easily true angles roll out. They’re busy these days... 
they’ll appreciate this help. 


Be sure you have an ample stock—you'll sell 'em! Better check with 
your Millers Falls jobber now. 


A quarter-million carpenters and joiners will be pre-sold and re-sold on 
Millers Falls mitre boxes through a special advertisement in the June issue 
of their own publication, “The Carpenter.” This is a small part of Millers 
Falls’ consistent advertising program to move tools off your shelves ... to 
move dollars into your pockets. 


™ MILLERS FALL 
GREENFIELD, MASSA 
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Stewart Iron Picket Fences and Entrance 


Gates, and Stewart Chain Link Wire 
Fences, are available in a wide range of 
designs and types to meet all requirements. 


Stewart Metal Specialties 
comprise: Iron and Wire 
Window Guards to fit any 
size or shape of opening, 
Wire Partitions, Sliding and 
Folding Gates, Settees, Steel a 








Folding Chairs, Ornamental 
fron Bracket and Pier Lan- 
terns, Railings, Flag Poles, 
and scores of other products. 
Many dealers are making money by sending their 
inquiries to Stewart. Let us tell you about this 
plan. You make no investment whatever. Send 
for literature mentioning products in which you 
are interested. No obligation, of course. 


THE STEWART IRON WORKS CO., INC. 


837 Stewart Block. Cincinnati, Ohio 
Fence Builders to America Since 1886 


HARRY 

































make s A complete 
Premax line of straight 
Rods best handle and 
sellers. detachable 


handle casting 
rods, trolling 
rods and reel 
rods, to retail 
at 25c to 
$1.50. 


Send for Pulletin 
and Prices. 








Div: Chishoim-Ryder Co., Inc. 
4101 Highland Ave., Niagara Falls, N. Y. 











Crab Grass Eliminator 
Attachment for Mowers 


The Crab Grass Eliminator attaches 
to the lawnmower and is designed to 
lift the crab grass seed spikes from the 





ground so the mower can slice them off, 
according to the manufacturer.. The 
eliminator is adjustable to fit all mowers 
from 14 to 19 inches wide. When not 
in use it may be folded back. Smaller 
illustrations show how it is attached 
and how it folds when not in use. Sug- 
gested retail selling price $1.50. Dealer 
discount is 40 per cent. Manufactured 
by The Crab Grass Eliminator Co.. 
Richmond Hill, New York. Agents 
are: A. F. Brombacher & Co., Inc., 124 
Maiden Lane, New York City, and Al- 
lred Field & Co., Inc., 93 Chambers 
st.. New York City. 


“Shelby” Builders’ Hardware 


The new catalog of The Shelby 
Spring Hinge Co., Shelby, Ohio, has 
been completely revised and includes 
a number of new items now being 
offered for the first time. In addition 
to complete descriptions and_ illustra- 
tions of the items which make up the 


“Shelby” line of builders’ finishing 
hardware, spring and checking hinges, 
door and window hardware and hard- 
ware specialties, the new catalog, No. 
41, gives directions for installing and 
architectural detail drawings. 


Builders’ Hardware 


The F. D. Kees Mfg. Co., Beatrice, 
Neb., has issued a new catalog, No. 
H-19, of 25 pages on its lines of build- 
ers hardware and hardware specialties. 


“Arrow” Glass Scraper 


Made of steel, finished with nickel to 
prevent rusting. Designed to clamp ra- 
zor blades securely. Slip-over guard 
can be used as screw driver in replac- 
ing blades, also protects blade. Made 














ie 
in two types, rigid and adjustable to 
different blade positions. Each scraper 
mounted on display card with directions 
and suggestions for use. Greenvieu 
Vig. Co., 2557 Greenview Ave., Chi- 
cago, Ill. 








Muralo Casein Deal 


The Muralo Company, Inc., Staten 
Island, N. Y., announces a dealer in- 
troductory offer on “Muralo” casein 
paint, its powder interior casein paint. 
This offer terminates May 31, 1941. 
The purpose of this offer is to introduce 
a profitable repeat item to the dealers. 
A novel feature of this introductory 





offer is the way that it is presented 
to the dealer. An actual carton of 
“Muralo” casein paint has been made 
into a folder. When the folder is 
opened, the dealer sees his own cost, 
the resale prices and the percentage 
of profit that he can make. ‘“Muralo” 
casein paint comes in dry powder form, 
is made ready for immediate use by 
simply thinning with water. 
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Champion Sellers 


9150 one of many attractive letter box 
plates in the lete Champion line. 





New building and renovating programs are going forward with great speed, and 
your customers will be looking for all types of building hardware this Spring. Mail 
boxes and letter box plates will form no small part of this demand, and you'll want 
to be prepared with the Champion line. The +9200 Mail Box and our complete line 
of Letter Box Plates will answer every one of your customer needs. 


Check your stock, and if you haven't already stocked up with nationally-known 
Champion products order from your jobber today. 


—29200 Mail Box well 
designed to harmonize with 
all types of homes. A most 
popular box. 


~ THE CHAMPION HARDWARE COMPANY 


GENEVA, OHIO 51 Murray Street, NEW YORK, N. Y. 








MYERS All-Purpose Power Sprayers 






\ 






~ NEW : 
MARKETS 


@ Few lines have the wide 
sales appeal offered by Myers 


MYERS SILVER PRINCE SPRAYER. 
Powered by electric motor or gasoline 
engine. Small, narrow, compact, easily 
handled. Rubber tire or steel wheel. Ideal 
for greenhouse or estate use. 





MYERS SILVER CLOUD UTILITY 
SPRAYER. Easy rolling; engine powered, 
with Handle or Trailer Hitch as shown— 


Ideal for 


also with Shafts for one horse. 
Estate use. 





Trailer type 


Take Off YourHat—3 
or, To The A 
MYERS 
Bumps DOOR HANGERS 


“WATER SYSTEMS - HAY TOOLS - 
a * ment 
lee ceeill tame ataell 


MAY Il, 

















1941 


Small Power Sprayers. Dealers 
have a big field of prospects 
for them. Greenhouse and Es- 
tate Owners, Nurserymen, 
Truck Gardeners, Golf Course 
Caretakers; in fact, anyone wanting light draft and easy 
mobility in a small power sprayer is a prospect. Every model 
in this PROFIT Line has the dependability, quality and econ- 
omy in operation features that only Myers 70 years pump 
building experience can give. 

Compact, portable and easily handled in cramped places— 
rubber tires for protecting lawns and walks—adequate tank 
capacity and plenty of pressure for the successful applica- 
tion of insecticides, fungicides, disinfectants, water paints, 
whitewash, etc.—that is Myers All-Purpose Sprayers. 

Write for Catalog. Excellent dealer opportunities for those 
prepared to give proper representation. 





Push type 


THE F.E.MYERS & BRO. CO. 


ASHLAND. OHIO. 


PUMPS - WATER SYSTEMS: SPRAYERS - HAY TOOLS: DOOR HANGERS 
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MANHEIM PA 


IMPROVES stove performance, ignit- 
ing quickly. 

BETTER combustion economizes on 
fuel. 

WIRE-CORED yarn preserves burning 
edge. 

EXTINGUISHES quickly, eliminating 
odor. 

CARBON deposit readily wiped off. 
ECONOMICAL because longer-last- 
ing. 

FAST seller because of its novelty. 


Order from your jobber. 


LB STMRIAL SALES Ovid ie! 


RAYBESTOS-MANHATTAN, INC. 


NORTH CHARLEST 














Changes 


New products and new 
trade names are constantly 
being added to the listings 
for the next Directory 
Number of HARDWARE 
AGE. 


Therefore, if you do not 
find in the current issue of 
the Directory Number the 
product you are interested 
in, write to the “Who 
Makes It” Editor. He'll be 
glad to serve you. 


HARDWARE AGE 


100 E. 42nd St, New York City 














Don’t Waste 
Your Space! 


Economy of space for display 
and stock makes the hardware 
store a more efficient place 
and means a saving of money 


S sock space behind 


panel doors in sidewall fixtures 
can be used economically or it can 
be wasted. If the space is used 
efficiently, less sidewall equipment 
is necessary to take care of stock 
and there will be a lower invest- 
ment in fixtures. If the space is 
wasted more money is required 
for sidewall equipment and less 
space is available for showing 
other lines in the store. 

It is very important that stock 
requirements be figured carefully 
when the store is planned in order 
to avoid giving so much space to 
some departments that other lines 
cannot be shown adequately, or in- 
vesting money in unnecessary fix- 
tures. 

Drawers for, stocks of small 
items use space behind panel 


hea = 


doors very efficiently. Stocks can 
be organized and maintained with 
ease for every item has a place. 
With the properly designed draw- 
ers, it is possible to rearrange the 
stock and to adjust spaces when 
necessary. 

The first illustration shows the 
use of drawers in a sidewall unit. 
Each drawer is divided into sev- 
eral compartments by partitions 
which are adjustable and remov- 
able. This is an ideal way to take 
care of a small stock of small mer- 
chandise. 

The second illustration shows 
merchandise arranged on_ the 
shelving of a section. The goods 
on the first shelf do not use this 
space economically for only the 
front edge of the shelf is occupied. 
Space back of the boxes is unused 





The drawers use the full depth of the fixture and facilitate 
the allotment of stock space and arrangement of items. This 
arrangement also saves time in finding or counting stock. 
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“JITTERBUG 


can’t be beat!”’ 


“Here's result of a few hours’ 
fun in Currituck section. All 
were caught on your Jitterbug 
which I use almost exclusively. 
It can't be beat.” — F. A. 
Lamm, Raleigh, N. C. 


Runs Fish Crazy 
Dealers, fishermen and sports 
writers are talking about the 
spectacular Jitterbug. They 
say its “talk’’ and action in 
the water “runs fish crazy’ 
and provides a new fishing 
thrill. The loud paddling 
sound of this remarkable sur- 
face bait sure attracts bass 






















*1.00 


Each 






FREE Catalog 


My new 4-color catalog Choice 
on fishing is the most in- of eight 
teresting thing you ever read. Has all the osiein 


facts on Jitterbugs and the famous Hawaiian 
Wigglers. Send for a free copy. 


FRED ARBOGAST e 1825 North St., Akron, Ohio 


on quiet nights. 





They’re Asking - - 
“Who Stocks 
JITTERBUGS ?” 


To the left is one of many ads 
running this year in all outdoor 
magazines on the Jitterbug. They 
tell a vibrant story of the suc- 
cess fishermen are having with 
this remarkable top-water bait. 


Each mail brings many requests 
for catalogs describing Jitterbugs 
and the famous Hawaiian Wig- 
glers. Demand for these baits 
this year should exceed last 
year’s when dealers reordered 
many times. Still, fishermen in 
many localities ars asking, “Who 
stocks Jitterbugs?” 


Don't Disappoint Customers 


It is no exaggeration to say that 
Jitterbugs and Hawaiian Wig- 
glers are the most advertised and 
most talked about baits. Why 
not order a good supply for this 
season? Your customers will be 
glad to know you have them. 


If you do not have my 1941 cat- 
alog, send for a copy today. Lib- 
eral dealer discounts. 





MANY DESIGNS TO FIT MANY HOMES 


MAKES 


EASY TO SELL! 


FORGED IRON 
C. HARDWARE 
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Show your customers McKinney and you 
show them hardware that matches any type of 
home in any price range. 

McKinney Designs are definitely related to 
architectural style. Home owners, architects 
and builders alike will find that every piece 
of McKinney Forged Iron offers a pleasing 
proportion in size and weight and blends 
into the particular architecture for which it 
is intended. 


McKINNEY MANUFACTURING COMPANY 
PITTSBURGH, PA. 








OVER 75 YEARS DESIGNING AND MANUFACTURING GOOD HARDWARE 




















IDEAL SAVES MONEY 
ON INSTALLATION! 


Here is a plug-in cabinet that has all 
wires insulated and incased so that it 


can be quickly and easily installed. Its 
two 60 watt lumiline lights give more 
than ample illumination for the whole 
bathroom. There are % Ideal Lumiline 
models to choose from Send for price 
list today 


WRITE FOR 1941 CATALOGUE 


IDEAL CABINET CORP. 


8841 CENTRAL AVE., DETROIT, MICHIGAN 


ys fo) - Tol fo} te 
GARDENE LAWN 

AND WIS TOOLS 
Cultivator 


Mulcher 
Weeder 
















4 TOOLS 
IN ONE 


Here's the popular No. 10-N 


“NORCROSS” GARDEN GROWER 


that sells on sight when properly dis- 
played. Handsome, sturdy, highest qual- 
ity construction . . it saves the back- 
breaking drudgery of home gardening 
reasonably priced, 


MOST COMPLETE LINE 
= ——=== =D 


Hand Cultivators, Lawn Weeders and 
Dandelion Pullers . . full range of sizes 
styled and priced to SELL 


ASK YOUR INDEPENDENT JOBBER 


C. S. Norcross & Sons 


Bushnell Hlinois U. S. A. 
“Quality Garden Tools Since 1891” 
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Space is wasted when merchandise is arranged as is shown 
on the first shelf. If the stock is large enough to use 
the entire space for the line the arrangement will be 
satisfactory. If this is not so drawers should be used. 


and is accordingly wasted. If the 
stock was larger and surplus stock 
carried in the unused shelf space 
this arrangement would be satis- 
factory. As it is, two drawers 
would take care of the stock 
shown and would leave the bal- 
ance of the space for other goods. 


The Heart of the Matter 


Sell through the door of your heart, 
my lad, 
Whatever you sell or where; 
There are always those who will buy 
from you 
If— you show that for them you 
care. 
A mind well stored and a_ silver 
tongue 
May aid in the selling art; 
But the heart, my lad, is the key to 
sales- 
Sell through the door of your heart. 


Sell through the door of your heart, 
my lad, 
Open it, open it — wide; 
Let folks you meet, through its 
portals see 
The warmth and the glow inside; 
Make them feel at home, make them 
feel secure; 
Whatever you sell, impart 
To the tale you tell, of yourself, the 
best 
Sell through the door of your heart. 


Sell through the door of your heart, 
my lad; 
You may know your goods, but 
more 


Space wasted in this manner 
can soon amount to an entire 8-ft. 


section or more in the store. Re- 
move these wastes and you will 
be able to give space to depart- 
ments that deserve, need and can 
use additional display space to ad- 
vantage. 


Than knowledge and power to speak 
your piece 
ls the heart with a far-flung door; 
Open it wide to the folks you greet. 
Wherever your selling mart; 
Wherever, whatever, whoever you 
sell— 
Sell through the door of your heart. 


—WiLtiAM LupLuM 


Hardware poet of 
Mount Vernon, N.Y. 





NEVER LAUGH OR MAKE FUN OF 
CUSTOMERS DRESS, MANNER OR 
SPEECH ee 





To HURT A PERSONS PRIDE 
iS TO LOSE A CUSTOMER 
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World’s Greatest 
Hand Tool 


Sell the wrench that mechanics are really “‘going for’’! 
—THE WRENCH THAT DOES MORE THINGS THAN 
ANY OTHER TOOL! Famous for its ‘“‘Double Lever’’ 
Action which locks jaws down with TON PRESSURE! 
Unlimited market. Has hundreds of uses in homes, 
farms, garages, service stations, factories, printing plants 
every place where tools are used! NOW NATIONALLY 
ADVERTISED to reach every potential user! 
Vise-Grip is actually a vise, clamp, super-plier, open- 
end wrench, locking wrench, pipe-wrench, toggle press 
-ALL IN ONE! Holds anything, any shape. Never 
slips. Works close quarters, any angle. Finest alloy 
steel. Nickel finish. Light, trim, handsome. Two 
sizes, 7” and 10”. Guaranteed 


FREE! UNIQUE COUNTER DEMONSTRATOR 

® DISPLAY that makes sales easy! 

Given with first order of dozen or more Vise-Grips 
4sk your TOOL SALESMAN or SUPPLY 
HOUSE for demonstration, or write us for 


Free Folder today! REACHING OVER 


PETERSEN MFG. CO. bent nas ‘i: Kddndaudiooant 


MOST USEFUL TOOL ON THE MARKET! 


>» (Ei. 


Adjustable Locking 


.Jon-Grip 














DIAMOND 


Precision Tools 


CO} axa) 
—~ 


Diamalloy Wrenches 


Made of special alloy steel.—Twice as 
strong yet a third thinner and lighter than 
standard pattern. Will fit in small places 
and withstand severest possible strain 
without damage. 

Furnished chrome nickel plated with 
sides of head buffed to a high, beautiful 
lustre. Handle has soft, velvety finish— 
pleasing to hold—not slippery. 








Diamond Pliers 


Made in many patterns and finishes—slip- 
joint style—cutting pliers—mneedle nose 
pliers, thin and bent nose pliers, and spe- 
cial tools such as motor pump and battery 
pliers. Also striking counter displays 
holding actual pliers. 


Diamond Calk Horseshoe Co. 
4612 Grand Ave., Duluth, Minn. 
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FLAMEMASTER 


ASBESTOS WICK 
UP-TO-DATE DISPENSERS 


Prove Big Sales Builders for Dealers 


EPORTS from enthusiastic dealers on all sides tell us of the 

amazing increase in their wick business—-since they started 
using a FLAMEMASTER DISPENSER. What it has done for 
them it will do for you! 


Chis up-to-date method of merchandising makes wicking an im 
portant department of your business Puts your stock in a 
conspicuous position. Keeps it fresh and clean ends wast 
through mistakes in cutting. A top-notch silent salesman 


PECIAL DEAL NO. I—SENIOR MERCHANDISER (left), FREE. 
Seetebes 400 ft. of Flamemaster Wick—%"—i"—1'4"—1%”". Chart 
on front gives wick specifications for all makes and models of burners. 
All metal, in 3 colors. FREE Dealer Selling Aids in- $8 90 
eluded. Dealer Net, F.0.B. Jobber’s Whse. . . 
SPECIAL DEAL NO. 2—JUNIOR MERCHANDISER (right), FREE. 
Built on the same principle as Senior size. Contains 100 ft. %” and 
100 ft. 1%” Flamemaster Wick. Gives wick specifications for 65 makes 
and models of burners. FREE 2-color Window-Wall Poster $4 45 
included. Dealer Net, F.0.B. Jobber's Whse. . '. 


HANDY BOXED SETS—in 5'2 or 12 ft. Rolls. Also cut-to-fit sets 
for specifie burners. Put up in 2-color cartons for counter display. 


If your Jobber can't supply you write to us. 
TRIPLEWEAR, PATERSON, N. J. 


SENIOR DISPENSER BOXED WICK 


JUNIOR 
DISPENSER 









THE 
CHORE GIRL 


The Ideal abrasive cleaner for kitchen 
and farm utensils. 

Advertised consistently in national and 
farm magazines. 

2-dozen pack comes in attractive 4-color 
counter display carton. 
Order from your jobber 
today. 


METAL TEXTILE CORPORATION 


ORANGE, NEW JERSEY 
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ARMSTRONG 


Chrome-Vanadium 





When “talking shop” on 
wrench quality it’s always 
ARMSTRONG Chrome- 
Vanadium Wrenches that carry the 
100% stamp of approval. Wrench 
buyers and wrench users alike know 
that these are quality tools —the 
finest available today. Carrying a 
reliable manufacturers’ guarantee 
against spreading or breakage 
ARMSTRONG Wrenches are pri- 
marily designed for discriminating 
buyers—men who know that 
strength has not been sacrificed for 
a longer, thinner and lighter wrench 
—a strength not based on bulk but 
on excellence of design and mate- 
rial. 
Write today for the C-39 Catalog 
—standardize with a line you can 
guarantee! 


ARMSTRONG BROS. TOOL CO. 
“The Tool Holder People” 
314 N. Francisco Ave., Chicago, U.S.A. 
Eastern Warehouse and Sales: 199 Lafayette St., New York 





ALLIGATOR TIME!’ 


@ Year in and year out hardware and | 
implement dealers have made money | 
out of Alligator Steel Belt Lacing—made 
& money because Alligator is used every- 
| where that belts are used—made money 
because a small stock of Alligator will 
show a remarkably good turnover. Don’t 
let this profitable business get away, 
because you can’t deliver when the | 
emergency calls come in. 
Check your stock of Alligator today and 
order from your jobber. 
FLEXIBLE STEEL LACING CO. 
4816 Lexington St., Chicago 











“ALLIGATOR 


MeRn REG oe aa 


STE EL BELT AGING 














The paint department occupies an alcove at the rear in 
full view of customers entering the store. Special National 
Hardware Open House decorations dress up the store. 


Paint Department Pulls Traffic 
to Rear of Store 


AINT, an important department. 
in the Lang Hardware Co.. 
South Tacoma, Wash., is located in 
an alcove at the rear of the store 
because of the great number of 
people that purchase this merchan- 
dise every day. 
The attractive paint department 
can readily be seen from the front 


as soon as people enter the store. 
Customers coming into the store for 
this merchandise must pass many 
other displays of seasonal items and 
additional sales result. Table dis- 
plays in the vicinity of the paint 
department are very productive and 
usually feature items of general use 
to the home painter. 





This open case features paint sample boards which can be removed 


for customer inspection. This 


is very effective in selling paint. 








Report the Peddlers 

Do you have an ordinance in 
your town prohibiting peddling? 
Such an ordinance has been tried 
with good success in a number of 
cities and towns. Of course, it does 


not apply to legitimate outside 
selling by local stores. At Richland 
Center, Wis., the merchants offer 
to pay $1.00 to the first person 
reporting an outside peddler of 
any sort. 
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for every 


Jobber. 








DEMONSTRATOR 
DISPLAY FREE 


Customers see it’s 
speedy and easy, with- 
out removing from dis- 
play. This attractive 4- 
color self - demonstrator 
for Edlund Nos. 1, 2 or 
8 Egg Beater available 
free on request. 


EDLUND CO. 


Burlington, Vermont 








5 MODELS 
Standard, 
De Luxe and 
Heavy Duty 





BEATERS 


Easy-to-clean design, rugged con- 
struction, fast and efficient. Models 


household need, retailing 


at 25¢ to $1. Order from your 












THE LATCH DESIGNED 
TO STREAMLINE SALES 


give trouble-free action. 
solid brass. Installation 


ity. Write today. 


FRA 





MAY 1, 1941 











The new, No. 765 latch for screen and storm doors, 
is a “quick sale” addition to the Frantz line of 
quality buildware. Streamlined in design and mechan- 
ical construction, this sturdy latch, with its simpli- 
fied action and locking feature, will wear long and 


All exposed parts are of 
is simplified (only two 


holes to bore) and requires only mortise for strike 
Convertible to either right or left hand door as 
sturdy handle gives two-way action. Fits doors from 
%” to 114” thickness, without cutting or fitting. Be 
the first to introduce this money-maker to your local- 


NTZ 


Gua varebeed BUILDWARE 


FRANTZ MANUFACTURING CO., STERLING, ILLINOIS 














The SIMPLICITY of the 


“ORTHO” SPRAY Line 


ACCOUNTS FOR BIG SALES 
IN HARDWARE STORES 





: Your customers may be confused over 
Req. U.S Par.Of the many materials offered for insect 
and fungus control. That’s why you can sell them 
“ORTHO” Sprays—just a few items cover all spray 
needs. 

In addition to their sim- 
plicity and high effec- 
tiveness, ‘“‘ORTHO”’ 
Sprays carry a standard 


discount to the trade. Place an 

You know what you order for the New 
have to pay for them. = Me 

You know that you can ORTHO” Rose 


sell them. You know : ’ 

that this business car- Spray Kit. It's the 
ries a good profit. big news in sprays 
That’s why we say, you hi “ 
can assure yourself of this year an e 
more profit this year on sure seller. 
sprays if you standard- 
ize on the “ORTHO” 
Line. Order a supply 
today. 





CALIFORNIA SPRAY-CHEMICAL CORPORATION 


“The ORTHO Company” 


Richmond, Calif Elizabeth, N. J 

















OUR STORE HAS TAKEN ON NEW 
LIFE SINCE WE INSTALLED 

HELLER EQUIPMENT — SALES 
ARE UP- MORE PEOPLE COMING IN. 
IT’S THE BEST INVESTMENT WEVE 
EVER MADE 


{site LIKE THIS COME TO US FROM 







ALL SECTIONS OF THE COUNTRY — — 


Now is the time to get the most for 
your money in store fixtures. With condi- 
tions as they are, prices are bound to rise. Heller quality equipment for 
the time being is still available at the old low price. 

Everyone knows the best equipped stores do the most business, make 
the most money. Heller's modern store fixtures put your store out in 
front—attract more people to you. They improve the appearance of your 
merchandise so much that turnover is greatly increased. This increased 
volume soon pays for the Heller equipment. 

Get your store modernized now while prices are low. You'll be many 
dollars ahead. It doesn’t cost anything to find out, so write immediately. 
Let us help you make more money. 











541 B t St. 330 Hudson St. 
(ft Bryan Ohio W. C. HELLER & COMPANY New York City 
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IT HAS ALL THESE 
IF IT’S A'*3 GEM "/ 









PERMANENT PICTURES 


FOLDING WIRE FASTENERS 
WO LOOSE PARTS: °° 


The colorful finish — 
rich and hard—is applied by 
lithography. * The pictures — 
lithographed on metal, too— are 
permanently locked into the 
blanks. * Folding wire fasteners 
are supplied on #3 Gems. These 
are secured to the blank by sockets 
raised from the metal of the blank 
itself; no assembling operations 
or loose parts are involved. 


Ath your Wholesaler for #3 Gems, 
or write us for reference. 
* 












) L. CLARK MANUFACTURING CO 


ROCKFORD ILLINOIS 





IT'S THE PRICE TAG 
YOU'VE BEEN WAITING FOR! 









tinaranteed ailent 
in operation and 
uses leas current 
than a 40 waft 
bulb. 


The Skuttle No. 100 Ventilator is so low priced 
anyone can afford to install it Because it comes 
completely mounted on panel, with toggle bolts 
lead-out ducts, rust proof outside flapper opening 
(closes and opens automatically as blower {fs used) 
and 8 ft. of electric cord and plug, it can be easily 
and quickly installed. 

Avallable in white, red, blue, black and green with 
chrome band Our dealer discounts wll interest 


SKUTTLE SALES CO. 


Dept. B 


999 Franklin St. Detroit, Mich. 








How’s the Hardware Business ? 


(Continued from page 54) 


issued by the Copper Institute. De- 
liveries in February were 112,819 tons, 
a peak up to that time. In consequence 
of the heavy shipments, a further re- 
duction of 7,816 tons occurred in re- 
fined copper stocks, which stood at 
89,873 tons for the United States at the 
end of March, compared with 97,689 
tons a month earlier. 

Some executives in the copper field 
see the strong possibility of a coming 
shortage for defense needs, which may 
bring curtailment in the use of copper 
for domestic purposes, just as alumi 
num already has been rationed. 


* « & 


Industrial news - Freight car 
loadings during the April 12 week 
totaled 679,808 cars—-9.8 per cent 
ahead of the corresponding week a year 
ago. Except for a large decline in coal 
loadings, a notable gain over last year 
would have been registered. Miscel- 
laneous freight movement was 83,500 
cars ahead of last year’s week. Elec- 
tricity output in the April 12 week ex- 
ceeded by 12% per cent the showing 
of the similar 1940 week. 

* * om 

Commodity (wholesale) 
prices—Lower prices during the week 
of April 14 for wheat, oats and rye, con- 
trasted sharply with the still rising 
markets on poultry and dairy products: 
hogs and cattle were off. Tin, silk and 
rubber were showing new slight ad- 
vances, while copper, lead and zine 
were unchanged, but strong. 

a * ” 

Zine— The zine pool from which 
the Priorities Division of the Division 
of the Office of Production Management 
may make mandatory allocations to 
meet urgent defense needs is to be 
raised from 5 per cent of production 
to 17 per cent for the month of May. 
E. R. Stettinius, Jr.. Director of Pri- 
orities, announced on April 18. For the 
month of April, producers of slab zine 
were required to set aside an amount 
of the metal equal to 5 per cent of 
January production. For May, the 17 
per cent pool will be based on March 
production and should amount to ap- 
proximately 12,000 tons. Although pro- 
duction of zine is increasing, demand 
for the metal for all purposes is esti- 
mated to be running ahead of produe- 
tion at the present time. 


cg * * 


1940 wholesale hardware 
Sales — Distributors of general hard- 
ware lines recorded total sales in- 
creases of about 10 per cent in 1940 as 
compared with 1939, according to a 
report prepared by Donald S. Parris, 





Specialties Division, Bureau of Foreign 
and Domestic Commerce, L. S$. Depart- 
meni of Commerce, Washington, D. C. 
Thi: followed a 10 per cent increase 
in 1939 over 1938 sales. The upturn 
began in November, 1938, when whole- 
sale sales of general hardware, includ- 
ing specialties such as cutlery and 
builders’ hardware, exceeded their No- 
vember, 1937, levels. Each month since 
that time distributors have chalked up 
increases in sales volume from the cor- 
responding month of the previous year. 
+ e ~ 

Substitutes The continuing 
shortage of brass, nickel and aluminum 
is bringing rapidly increasing uses of 
plastic substitutes. Among several re- 
cently mentioned are plastic agitators 
for washing machines, plastic blades 
for electric fans, plastic trim for elec- 
tric refrigerators, cookers and_ lesser 
appliances, and in the sports field, reel 
handles, fly boxes, rod ferrules, tennis 
and table tennis rackets, football armor 
and other unique and widening uses. 
For the conservation of aluminum, 
candy and gum manufacturers have 
changed their protective wrappings to 
glassine or wax papers, and aluminum 
paint makers are persuading users to 
adopt a+ a temporary substitute, wea- 
ther-resisting gray or red paints for 
outdoor articles or construction. 

* + od 

General Electric sales —— Net 
sales billed during the first three 
months this year exceeded the billing 
for any previous quarter in the history 
of the General Electric Co., Sehenec- 
tady, N. Y. Billings amounted to $129,- 
860,707, compared with $85,949,194 for 
the corresponding period a year ago, 
an increase of 51 per cent. 


* a fe 


Kelvinator sales —- Business of 
the Kelvinator division, Nash-Kelvin- 
ator Corp., Detroit, Mich., smashed all 
existing company records with sales 
during the first three months of 1941, 
equalling half of the total volume 
achieved in 1940. Sales, in the quarter, 
exceeded sales for the entire year of 
1939, according to Frank R. Pierce, 
general sales manager. 


* * 


Remington Rand shavers 

Harry Landsiedel, vice-president and 
general manager of Bridgeport (Conn.) 
Division of Remington Rand, Inc., an- 
nounced that the Electric Shaver Divi- 
sion has just completed the most suc- 
cessful year in its history. Sales for 
the first three months of 1941 showed 
an increase of 85 per cent over the 
same period in 1940. 
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@ HEXAGONAL 
CONTINUOUS.-TWIST 
NETTINGS 














@ STRAIGHT LINE 
LOCK-TWIST 
NETTINGS 


@ HEN-CHICK—A 
GRADUATED NETTING 
FOR SMALL CHICKS, ETC 


WICK WIRE BROTHERS INC 


NS We. -8 & XK 
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Stop, Look and Listen— 


It is said: “Opportunity 


knocks but once!” That 
depends upon the “door” 


Opportunity is constantly 


knocking at the door labeled 


CLASSIFIED 
OPPORTUNITIES DEPARTMENT 


in every issue of Hardware Age. Here the advertise- 
ments under Positions Wanted, Help Wanted, Accounts 
Wanted, Sales Representatives Wanted and Business 
Opportunities are proving real opportunities for hardwa:e 
men who are looking for help as well as those who are 
seeking positions. 


Send your copy with remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St. + New York, N. Y. 
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NEW! Greatest advance 


in flashlights! Sells on sight! 
Head turns like anti-aircraft 
searchlight. Throws powerful 
750 ft. prefocused beam 
straight forward or AT ANY 
ANGLE. 
























more uses than any other 
flashlight. Pocket and belt 
clip, recessed bottom ring 
hanger —stands, hangs light 
ANY position, leaves hands 
free for other work. Rug- 
gedly built of modern dur- 
able plastic. Has 3 point 
lock switch, unbreakable lens. 
Extra feature—can be used 
as fuse and lamp tester too. 
Ideal for mechanics, motor- 


" 

Zz H 

a as more advantages a= 
> 

~ 


ists, sportsmen, for farm and 
home. 


qt? 


’ Mawica’s Most 
Practical Flashlight 


BIG profitable seller wher- 
ever displayed. Dramatic 
"Swivel Action” cartons, 
self-selling counter and win- 
dow displays supplied FREE. 
Order from your jobber or 
write us to-day. 





UNITED STATES ELECTRIC MFG., CORP. 


222 W. 14th STREET - NEW YORK 


the 


FOLEYi2:SAW FILER | 


Make your store headquarters for filing saws. With the Foley 
Automatic Saw Filer any man or boy can take dull, uneven 
saws and turn them out in perfect condition. You can build 
up your repair dept. and also bring more people into your store 
for merchandise sales 


ONE Machine Files Hand—Band—Circular Saws 


With the Foley 
quickly, without eyestrain The 
saws better than the best hand filer. 
result of 40 years’ experience in building saw filers, 
for accuracy, ease of adjustment and long life 
principle brings uneven teeth back to uniform size. 
FREE PLAN shows you how to start with small investment—no can 
vassing. Send coupons now no obligation, no salesman will call. 
ee eee 


FOLEY MFG. CO. 510-1 Foley Bldg. 


Minneapolis, Minn. 
Send Free Plan 


no obligation 
NAME ... 
ADDRESS 


Automatic Saw Filer you can do expert work easily 
Foley files hand, band and circular 
The new Model F-16 is the 
and is unequalled 
Patented jointing 


on Saw Filing business 
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Orders of $10.00 and Less 
Unprofitable, Says Survey 


RDERS for $10.00 and less do 
not show a profit is one of 
many conclusions drawn from a sur- 
vey made by the sub-committee man- 
ufacturers’ small order losses, Dis- 
tributor Relations’ Committee of the 


Pa. L. M. Knouse, Stanley Electric 
Tool Division, New Britain, Conn., is 
chairman of the sub-committee. The 
report of the survey also shows that 
manufacturer-members in an effort 
to remedy that situation are taking 














American Supply & Machinery Dis- various corrective steps. The full 
tributors’ Association, Pittsburgh. report follows: 
TABULATION OF SMALL ORDER REPORTS 
For Calendar Period Sept. 1 to Sept. 30 
(From 21 Reporting Companies) 
Vumber % Total % Average 
of To Total Dollar To Amount 
Amount of Invoice Invoices Number Value Total Per Invoice 
Less than $1.00 4,432 4.6 $2,889 $0.65 
$1-$4.99 20,377 21.2 55,452 A) 2.72 
$5-$9.99 13,693 14.3 104,758 1.7 7.65 
$10-$14.99 8,915 9.3 112.270 1.8 12.59 
$15-$24.99 10,678 11.1 210.372 3.5 19.70 
$25-$99.99 25,486 26.7 1,306,768 21.6 Si.Z7 
$100 and over 12.296 12.8 4,269,051 70.5 374.19 
Totals 95,877 100.0% $6,061,560 100.0% $63.22 








Cost of entering an order: 


Highest $1.30 each 
Lowest _— 
Average Ps 
Cost of invoicing: 

Highest $ 50 each 
Lowest _ 
Average _. 


Average cost of entering and in- 
voicing $.41 plus $.28 = $.69 each. 


Less than $1.00: 

4432 invoices rendered _ total 
$2889, viz.; an average invoice of 
$.65 each. Cost of entering order 
and invoicing total $.69. These small 
sales show considerable loss. 


$1.00-$4.99: 

20.377 invoices rendered total 
$55,452, viz.; an average invoice of 
$2.72 each. Cost of entering order 
and invoicing $.69 each, leaving 
$2.01 for the cost of merchandise, 


administrative and sales expense. 
Surely, no profit. 
$5.00-$9.99: 

13,693 invoices rendered total 


$104,758, viz.; an average invoice of 
$7.65 each. Cost of entering order 
and invoicing $.69 each, leaving 
$6.94 for the cost of merchandise, 
administrative and sales expense. No 
profit. 


90 


$10.00-$ 14.99: 

8915 invoices rendered total $112,- 
270, viz.; an average invoice of 
$12.59 each. Cost of merchandise, 
plus cost of entering order and ‘in- 
voicing, plus direct and overhead 
costs of administration and sales— 
probably slight profit, depending 
upon type of merchandise, whether 
highly competitive or not. 


Conclusion: 
Orders for $10.00 and less do not 
show a profit and ways should be 


found to correct these losses. Small 
order losses are a burden on the 
price structure of larger amount 
orders. 

Manufacturer-Members are using 
various methods of correction, in- 
cluding: 

1. Render no invoice for less than 
$.50, even though the established 
price of the item is $.10 or $.25, etc. 

2. Minimum amount per invoice— 
$1.00, $2.00, $2.50. 

3. Making a service charge for 
direct shipments: 

(a) percentage amount of the in- 

voice; 

(b) additional flat 

shipment; 

(c) makes a charge for direct 

shipment of 10 per cent additional 

over the price to stocking dis- 
tributor, and makes minimum 
charge of $1.00 for one shipment. 

4. Manufacturer has stocking and 
non-stocking prices _ established. 
Where regular stocking distributor 
requests direct shipment of items he 
should have in stock, the higher non- 
stocking price is charged on invoice. 

5. Charges 5 point higher dis- 
count on orders which has a total 
list price value of less than $20.00. 

6. Establishes prices for carton or 
full case lots, with an extra charge 
of 10 per cent for broken packages. 

7. Manufacturer’s prices are with 
full freight allowance on shipment of 
100 pounds or more. Freight ship- 
ments of less weight and all parcel 
post and express shipments are 
F.0.B. factory, no transportation al- 
lowance. 

The reports show wide variation in 
costs of entering orders and invoic- 
ing. This is due to many different 
methods of keeping records (sales 
and production) and it is recom- 
mended that each manufacturer 
study his own operations to get facts. 


charge per 





Adequate 


BUSINESS man’s legal right 
to recover the money due him 
on open account may depend large- 
ly on the carefulness or carelessness 
of his bookkeeping. Discussing the 
requirements of a suit on a book 
account a California court said: 
“A book account may be deemed 
to furnish the foundation for a suit 
only when it contains a statement of 
the debits and credits of the trans- 
actions involved completely enough 
to supply evidence from which it 
can be reasonably determined what 
amount is due the claimant. 


Bookkeeping 


“The mere entry in a cash book 
or ledger of the amounts and dates 
when a debtor makes certain pay- 
ments, without further information 
regarding the transaction, does not 
constitute a book account. The term 
‘account’ clearly requires the re- 
cording of sufficient information re- 
garding the transaction involved in 
the suit, from which the debits and 
credits of the respective parties may 
be determined, so as to permit the 
striking of a balance to ascertaip 
what balance is due the claimant.” 
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A FINE BARR RUBBER TOY FOR EVERY CANINE TASTE 
PERFECT MERCHANDISE TO SUPPLEMENT SPORTS AND TOY DEPARTMENTS 





may 


information. Write Dest. 
NEW YORK—ROOM 
CHICAGO — 14111 


World's 














ASBESTOS KI NDLER WICKS 


THE RAYBESTOS DIVISION 


OF RAYBESTOS-MANHATTAN, INC. BRIDGEPORT, CONN. 


arte Fe 





i—Indestructible Dog Bone, 2—Musical Dumb-Bell, 3—Whistle Rat, 4—Whistle Scottie Head, 5—Beli 

Ball, 6—Fioating indestructible Ball, 7—Indestructible Ring 

Each of these fine toys is chocolate scented, and colored with attractive, non-poisonous ciguents. Enduring 
ty. and t be eredited to the best of ingredients 

BARR Dog Toys produce steady year around — < as volue. 


RANCH. OFFICES: 
507, FIFTH A 
MERCHANDISE 





and workmanship. 
Your inquiry” ‘wilt bring detailed 6 


. BLDG. 
MART 
k Rubber Toy 


THE BARR RUBBER : SANDUSKY 
PRODUCTS COMPANY cx10 











“100% Efficient 
at %4 of 1% added cost.” 


When supplying the hardware for a new home, 
point out to the builder and owner that for a mere 
addition of $20 (usually less than 4% of 1% of the 
building cost) they can have Stanley Swing-Up Hard- 
ware equipment for the garage door. 

For him it means top-notch door operation for the 
life of the garage .. . for you it means an additional 
$20 sale. Write for full details. The Stanley Works, 
New Britain, Connecticut. 


7 . 
Stanley “Swing-Up” Hardware comes in 
one convenient, easy-to-handle package. 


ISTANLEY} 


TRADE MARK 


FOR CAREFREE 
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*WE HELP YOU SELL BY MAIL* 


We address and mail your sales promotion material to Hardware Jobbers and Hardware Retailers, 
whose names and addresses are right up to the minute in correctness. 

Consequently we lay the foundation for a successful Direct Mail Sales Promotion Campaign for you. 

Also we save you considerable sums for postage and promotion material by eliminating dead names, 
incorrect addresses and duplications. 


Likewise, your campaigns are assured 100% effectiveness by reaching verified hardware jobbers and 
hardware retailers—not a collection of unverified miscellaneous names. 


Write for details 
HARDWARE AGE DIRECT MAIL ADDRESSING DEPT., 100 East 42nd Street, New York, N. Y. 


< 
* CATALOGS - 


MAY 1, 1941 





BROADSIDES - CIRCULARS - 


LETTERS x 
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You just can't fool 
the Public 


it knows a good thing 
When it sees it! 


four plant = ts imply swamped witl orders 
lhey're pouring In every day, positive proof 
that folkx immediately see the many ad- 
vantages of owning 


THE MASTERS 


“HANDI-CART”’ 


"Successor to the Wheelborrow"’ 


It ends heavy lifting, stooping and 
back-breaking strain. Simply tip it up 
and rake or push in leaves, rubbish, 
ete Dump them out just as easily. 
So easy to handle—a child can do it 
with full load. Made of 
sturdy sheet steel with steel 
axles, disc wheels and rubber 
tires Can't tip sideways. 
Stores in small space No 
wonder it's selling like ‘“‘wild- 
fire’’. Get your share of the 
profits. 

Two sizes... .Retail Prices 
F.0.8. Chicago 


$4.75 $6.75 


2 cu. fF. 












32 cu. ft. 


WANTED 
Live Jobbers 
and Dealers 


Write or wire 


for details 
and discounts 


Get Your Orders 
In Now 


MASTERS PLANTER CO. 


4029 West Lake St. Chicago, Ill. 


Injury in Rented Building 


Fk a business man is doing busi- 
ness in a rented building. and a 
third person is hurt by reason of 
some defect in or on the rented 
premises or its approaches, who is 
legally liable for the injuries, the 
tenant or the owner of the building? 
In New Jersey recently the oper- 
ator of a business in a rented build- 
ing had heavy merchandise dragged 
or rolled across the front pavement 
and then sent into the cellar on 
wooden skids. This practice even- 
tually caused a break in the pave- 
ment, and a passerby fell and was 
hurt by reason of this break. The 
passerby, a woman, sued the owner 
of the building for her injuries. 
“If the defective sidewalk had 
been caused by the owner,” said 
the Supreme Court of New Jersey. 
“or resulted because it had been 


subject to an improper use with the 
knowledge and for the benefit of the 
landlord, a duty would be imposed 
upon him to see that such condition, 
dangerous to pedestrians lawfully 
using the sidewalk, was not con- 
tinued. But there is nothing to show 
that the owner caused the condition 
complained of or that the improper 
use of the sidewalk was done with 
his knowledge and for his benefit.” 

While the court thus relieved the 
landlord of liability in the circum- 
stances, it made no mention of the 
tenant because he was not a party 
to the case. However, there would 
be nothing to prevent the injured 
woman from suing the tenant busi- 
ness man whose improper use of the 
sidewalk resulted in the break which 
caused her injuries. 














‘EMPIRE” 


Cultivator Shovels 


Garden Plows 
and 


Cultivators 
Ask Your Jobber 


THE EMPIRE PLOW CO. 


Cleveland, Ohio 
100 Years’ Reputation in the Trade 

















<cOBURN 


Sliding Door Track 


\ 





The original enclosed track in 1888. The 
superior track today. 


COBURN TROLLEY TRACK CO. 
4151 Harding St. Holyoke, Mass. 








Youll find 
REAL 


Sales Representatives 
advertising in the Sales 
Accounts Wanted 
Columns. 
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“BUT WHEN | SPOKE OF AN ALLOWENCE ON YOUR OLD, 
POWER PLANT, | DIDN'T KNOW IT WAS A COUPLE OF OARS 
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You ll 
Enjoy. i 


the Bellevue, its famous 
food, its genuineness and 


gracious hospitality. 


Moderate rates, always. 


BELLEVUE-STRATFORD 


PHILADELPHIA 


CLAUDE H. BENNETT, General Manager 
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CAN OPENER 
COMBINATION 









Vaughan’s Improved CAN OPENER 


Order No. 160-BC. 
COMBINATION... BOTTLE OPENER...CORK SCREW 
... AND A NEW OPENER FOR ALL CANNED LIQUIDS! 
The only complete Can Opener Combination on the market, 
at a popular price. Packed on individual display cards. One 
dozen to the box. A fine seller. Send for prices. 


Vaughan's 


SAFETY ROLL JR. 
CAN OPENER 


No. 170-W. The only can opener 
that cuts the top out of 
SQUARE, round, or oval cans 
and leaves a safety rolled edge. 
Best seiler. More than fifty mil- 
lion sold. Individually packed on 
three-color display card. Two 
dozen to the box. Order now. 


VAUGHAN NOVELTY MFG. CO. INC. 
3211-25 CARROLL AVE. CHICAGO, ILL. 
















popular, 





Mitre Kits with Saws 


Big Sell t $3°°! ooh 
g Sellers a ee 

No wonder Baker MeMillen Mitre Kits take the eye of home O n 
craftsmen! Nowhere can they buy such a complete kit with ad 

justable angle guide and highgrade saw for only $3.00 It is 


too, with model builders, 
Order a dozen and see how fast they go 


The Baker-McMillen Co., 136 E. Miller Ave., Akron, O. 


frame makers and carpenters S / g h t 
Liberal dealer discounts. 
















TAPE 


OLUMBIAN ..:.. 
Starts with Carofully Selected Fibre — 


No other cordage mill, besides Columbian, maintains such a complete 






buying, packing and warchousc organization in the far-off Philippines. 









That's why the fibre used in Columbian Rope is quality-controlled. 





This typifies the care and inspection that Columbian 






maintains every step of the way! 










COLUMBIAN ROPE COMPANY 
AUBURN, "The Cordage City,’’ N. Y. 











MR. KEES SAYS: 









"HERE'S WHAT 
| CALL A REAL SPRING 
FEATURE" 








KEES SCREEN DOOR GUARDS 


Write for attractive counter display of 
Kees Screen Door Guards... a uni- 
versally popular seller every spring. 
Protect screen cloth against pushing, 
bagging out, and pulling loose. Also get 
Free Catalog. 





Distributed Thru 
Wholesale Hard- 
ware Trade 
F. D. KEES MFG. CO. 
Box K-40 Beatrice, Nebraska 

(Established 1874) 














Good Window Displays « « 


Do you realize that no one factor will draw people to 
like attractive window displays of bl handi 


your store 
mcr ? 





Hardware Age is continually reproducing such window displays— 
its representatives are always on the lookout for new ideas. 


HARDWARE AGE, 





100 East 42nd Street, 


And many dealers who require their own copy of Hardware Age 
find it highly profitable to subscribe to extra copies for their sales 
force. 

The cost, $1.00 per year, is returned over and over in better 
windows and increased trade. 


New York City 








MAY 1, 1941 
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ROCHESTER ADJUSTABLE 
SASH BALANCES 
*| A product of Guar- 
*| anteed quality. Real 
profit in handling 
them. 


Write for prices. 





Rochester Sash Balance Co., Inc. 
Rochester, N.Y. 











PERFORATED RUBBER, 


AUTO TIRE & LINK MATS 


BURTON MAT Co., BROOKLYN, N. Y. 
Positively Write 
the best for 
buys in Prices 
the 








MORGAN 
FURNITURE 


COMPANY 





TROY—BEST 


File Headles 


PATENTED-@™ bel) Metal to 
Sy e § al 


(Patented), assures better we SaF 
and safety to user. 


40 years. 
TROY FILE WORKS 
Troy, Est. 1831. N. Y. 


A favorite for over 











eer yt 


MADE IN U.S A 


ASK YOUR JGB8888 
POR GUR EXTRA VALUES 
SEWEO PIECE CHAMOIS 


HOYT & WORTHEN TANNING CORP 
HAVERHILL. MASS 


Gibson Good Tools 





Gibson Patented 
Gripper Clips, flex- 
ible steel, nickel 


plated. Small size 
hold kitchen uten- 
sils, tools, golf 
clubs, canes, ete. 
Large size brooms, 
mops, garden tools, 
ete. Retail 10¢ ea. 
on beautiful disp. 
cards, Also Robert 





son “Horseshoe 
Magnet’’ Hammers. 
e GIBSON GOOD TOOLS, INC. . 
Box 268 Orange, Mass., U.S.A. 











10c 
Cards 
25¢ 
Boxes 
or Bulk 


WOOD JOINERS 


THEY PULL—CLINCH—HOLD 





The eutstanding fastener for ane repairing 
cereens, garden 


furniture, frames, ete. 
Ask Your Jobber 


SUPERIOR FASTENER CORPORATION 








5224 WN. Clark St. Chicego, ii. 
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Alabama, Retail Hardware Associa- 
tion of, May 14-16, 1941, at Montgom- 
ery. Headquarters, Gay Teague Hotel. 
Exhibit at Auditorium. Secretary, J. H. 


Crowe, 41 N. 21st St., Birmingham. 


American Hardware Mfrs. Asso- 
ciation, 83rd semi-annual convention, 
Oct. 13-16, 1941, at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J., 
in conjunction with the 47th annual 
convention of the National Wholesale 
Hardware Association. Charles F. 
Rockwell, 342 Madison Ave., New 
York City, is secretary of the manufac- 
turers’ association, and George A. Fern- 
ley, 505 Arch St., Philadelphia, Pa., 
is secretary of the wholesalers’ associa- 
tion. 


Carolinas, Hardware Association of 
the, June 10-12, 1941, at Asheville, 
N. C. Hotel headquarters and sessions 
at the George Vanderbilt Hotel. Sec- 
retary, C. B. Gladden, 407-11 Com- 
mercial Bank Bldg., Charlotte, N. C. 


Central States Hdwe. Club, Chi- 
cago, Tll., fourth annual golf party, Fri- 
day, July 18, 1941, at the Tam O’Shan- 
ter Country Club, Chicago. Committee: 
Frank J. Koch, chairman; George H. 
Beaudin, A. J. Eggleston, Ben Leve, 
3630 S. Iron St., Chicago, secretary. 


Eastern Hardware Golf Associa- 
tion, annual tournament, May 22-24, 
1941, at the Buckwood Inn, Shawnee- 
on-the-Delaware, Pa. H. L. Gillian, 9 
Rockefeller Plaza, New York City, is 
secretary. : 


Housewares Show, July 13-18, 
1941, at the Atlantic City, N. J., Audi- 
torium. Sponsored by the New York 
Housewares Mfrs. Association. Secre- 
tary, Mrs. Flo English, Hotel Pennsyl- 
vania, New York City. 


Model Industry Trade Show and 
Convention, June 30-July 5, 1941, at 
the Morrison Hotel, Chicago, III. 


National Retail Hardware Asso- 
ciation, 42nd annual congress, July 
14-17, 1941, at the Roosevelt Hotel, New 
Orleans, La. Rivers Peterson, 333 N. 
Pennsylvania St., Indianapolis, Ind., is 
managing director. 


National Wholesale 
Association, 47th annual 
Oct. 13-16, 1941, at the Marlborough- 
Blenheim Hotel, Atlantic City, N. J., 
in conjunction with the 83rd semi-an- 
nual convention of the American Hard- 
ware Manufacturers Association. George 
A. Fernley, 505 Arch St., Philadelphia, 


Hardware 
convention, 


Coming Conventions 
and Events 


Corrected each issue 
according to latest data 


Pa., is secretary of the wholesalers’ as- 
sociation, and Charles F. Rockwell, 342 
Madison Ave., New York City, is sec- 
retary of the manufacturers’ association. 


Texas Wholesale Hardware Associa- 
tion and Texas Hardware Boosters Club, 
June 18-21, 1941, at Galveston, Tex. 
The Boosters will also hold their third 
annual golf tournament on the Galves- 
ton Municipal Golf Course, in con- 
junction with the meeting. 

Triple Mill Supply Convention, 
May 5-8, 1941, at the Palmer House, 
Chicago, Ill., comprising the Southern 
Supply & Machinery Distributors’ Assn., 
secretary, Alvin M. Smith, Smith- 
Courtney Co., Richmond, Va.; National 
Suppiy & Machinery Distributors’ Assn., 
secretary, H. R. Rhinehart, 505 Arch 
St., Philadelphia, Pa., and the American 
Supply & Machinery Manufacturers’ 
Assn., secretary, R. Kennedy Hanson, 
1108 Clark Bldg., Pittsburgh, Pa. The 
convention may possibly be carried over 
an extra day. 


Compact Departments 
Stimulate Impulse Buying 
(Continued from page 35) 


featured at the start of school 
terms. Wheel toys, some wheel 
goods, rubber toys and popular 
games such as dart boards and 
Chinese checkers are shown in the 
toy department. Many sales are 
made to children who have a little 
change in their pockets. Parents 
make purchases for birthday gifts, 
for sick youngsters and on im- 
pulse. About Dec. 1 the toy de- 
partment is expanded for the 
Christmas season, as many as 
seven tables being given to it. 

The school supply display, as 
has been said, backs up the toy dis- 
play table. School supplies are 
handled because the store is di- 
rectly opposite a good-sized public 
school. At times 5 and 10 cent sup- 
plies, including ink, erasers, pads, 
loose-leaf binders and pads, are 
supplemented by displays of tank 
suits, gym suits, vacuum bottles, 
lunch kits and padlocks for bi- 
cycles and lockers. 


HARDWARE AGE 































Halter 


Imperial provides effective calf and 
cow weaners in any size, in any style 
-and at prices that please customers. 
You'll find it most economical to buy 
all of your weaners from a single, 


Imperial Bit and Snap Company . . . Racine, Wisconsin 


responsible source with the leading 
maker’s name behind them. Hundreds 
of leading dealers everywhere, do 
Specify Imperial weaners on orders 
to your jobber. They cost no more. 


















TATE 


Picture Hangers 
and 


Cord Display 


This attention compelling 
display stand sells TATE 
Picture Hangers and Pic- 
ture Cord as soon as 
shown. We also have a 
similar display of 10 ct. 
Wire Assortments—galvd. ’ 
and copper. Send for Cir- f 

culars and Prices. pe “6 0, f TATE 

s 


E. H. TATE CO., Boston, Mass. a\ 
Sales Offices also in: e 
Chicago New York Los Angeles 


_— 








o Y T ‘> 
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! HEY! WAIT A MINUTE. 


Can you tell us where we can find 
some good additional lines to 
represent? 











SURE— 
THAT’S EASY!! 


You'll find them listed under "Sales Representatives 
Wanted" in the Classified Opportunities Section of Hardware 
Age. This section reaches the greatest number of Hardware 
readers of any hardware paper and is noted for securing 
quick, tangible results for its advertisers. 


Send your copy with remittance to— 


HARDWARE AGE 


Classified Opportunities Dept. 


100 East 42nd St., New York City 








PUSH-PINS— PUSH-LESS HANGERS |/am 


You get double-barreled profits when you sell 
nationally advertised Moore Push-Pins and Push- 
less Hangers TOGETHER. They GO together— 
noturally—for they're both mighty handy to 
have around the home. Go after 
those PLUS sales, those EXTRA 
profits thot these two Moore 
Products combine to give you. 
Your jobber can supply you. 
Write or call him NOW. 
Free—Revolving Metal Counter display with or- 
der for 72 packets of these twin sales producers. 


MOORE PUSH-PIN- COMPANY 













| 


113-25 BERKLEY STREET, PHILADELPHIA, PENNA 





FREE! 


This Beautiful 
Modernistic 
DISPLAY CASE 


with order for only 
12 Best Selling 


MARBLES 


OUTER'S KNIVES 





Case measures 15%” x 12%” 

x 6%”. Fully enclosed metal 

and double strength glass. Finished in attractive deep-tone shade of tan 
Rounded top display in grained wood effect, trimmed with two chromium 
stripes. Knife handles held in clips attached to folding tray . . . easily re- 
moved for selling. Rear compartment for storage. Protects stock from dust 
and theft. Retail value of 12 knives, $24.60. Cost you $16.49, and you get 
this new, modernistic Display Case FREE. 


Ask your Jobber, or write direct, giving Jobber’s name. 


MARBLE ARMS & MFG. CO., 540 Delta Ave., Gladstone, Mich., U. $. A. 





THE STYLE 
SENSATION of 1941 





—the culmination of over 64 years 
experience in the building of fine $ THE My 
bicycles. : 
Write today for details of Ameri- 
ca’s most popular, fastest selling 
line of bicycles. 


THE WESTFIELD MANUFACTURING COMPANY 
17 Cycle Street, Westfield, Mass., U.S.A. 




















World’s Standard for Half a Century 


SAND’S LEVELS 


TELL THE TRUTH 
SAND’S LEVEL & TOOL CO. 


SAND'S-STEVENS 


SURFACE AND LINE 


CARPENTERS’ WOOD 
AND ALUMINUM 


TILE SETTERS’ WOOD 


: ¥ AND ALUMINUM 
8631 Gratiot Ave. Detroit, Mich. Lieibchtetien 








“FACTORY 








SSS SS an WRITE 
Pete: __(@)__k-_@_)'_(@)\__}#Ra?arere 


MAY 1, 1941 






















Classihied Opportumitien Section... 





Use this section to reach Hardware Manufacturers, Manufacturers’ 
Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen 





[ Chamsibied Adwentuing Roter | 





Help Wanted, Accounts Wanted 
Business Opportunities 
Sales Representatives Wanted 


Set solid, maximum, 50 words...... - Ses 
All capitals, maximum, 50 words.. 5.00 
Each additional word......... .08 


Positions Wanted 
oe Rate) set — maximum, 
0 words 


Allow Seven Words for Keyed Address or Your Address 


BOXED DISPLAY RATES 
I, aiondbnecedéstanscsncsessds $6.00 
Each additional inch.......... 4.00 





DISCOUNTS FOR CONSECUTIVE INSERTIONS 
4 insertions, 5% off; 8 insertions, 10% off. 
Due to the special rate, these discounts do 
not apply on Position Wanted Advertise- 
ments. 
—-@e-— 
REMITTANCE MUST ACCOMPANY ORDER 


Send check or money order, 
not currency or stamps. 





Samples of Merchandise, Literature, 
Catalogs, ete., will not be forwarded to 
bex number advertisers unless accom- 
panied by sufficient postage for remail- 
ing. 











HARDWARE AGE is published 
every other Thursday. Classified 
forms close 15 days previous to 
date of publication. 


—@— 
Address your correspondence and replies to 


HARDWARE AGE 


Classified Opportunities Dept. 
100 East 42nd St., New York City 











| —s- Positions Wanted 


) 


| 


| —- Positions Wanted =| 








JIL Positions Wanted 





to assume and carry responsibilities. 


direct salesmen to do the same thing. 
connection. 
formation treated in strict confidence. 
AGE, 100 Fast 42nd St.. 











HARDWARE EXECUTIVE AVAILABLE 


Interested in association with either distributor or manufacturer, age 47 years. 
and not afraid of hard work or long hours. 


Active 

A good organizer. Capable and willing 

20 years’ experience covering finance. credits. 
Have 


office management, buying, sales promotion, advertising and sales management. 
had years of specialized and creative sales work. Can cultivate friendships with 
the ability to sell merchandise and ideas against stiff competition and to train and 
Best of reasons for desiring to make new 
Services available immediately. 
Address Box E-3 
New York Citv. 


References gladly exchanged. All in- 


27, care of HARDWARE 














HARDWARE PERSONNEL, OUR FILES 
CONTAIN applications of several hundred experi- 
enced clerks, managers, counter men, bookkeepers 
and stenographers for New York hardware re- 
tailers and wholesalers. No charge to employers. 
Just phone Wisconsin 7-1802 or write to Asso- 
ciated Placement Besena, 152 West 42nd Street, 
New York City 





rO HEAR FROM HARDWARE 
lobbing houses maintaining store planning and 
engineering department, or will appreciate oppor- 
tunity correspond with jobber contemplating such 
department Have planned and installed mer- 
chandising arrangement, store fronts, lighting 
systems, etc., for many large and small hardware 
stores in various States Particularly successful 
in “selling the idea.” Address Box E-365, care 
Harpware Acre, 100 E. 42nd St., N. Y. City 


WANTED 


SALESMAN DESIRES POSITION WITH 
RELIABLE MANUFACTURER, Ten _ years’ 


experience selling soaps, disinfectants, etc., to 


janitor and institutional supply jobbers and hard 
ware dealers, in New York City. At present 
employed and with present firm 10 years Want 


permanent connection; willing to sell other lines. 
if necessary Pleasing personality Drive car 
Will travel Address Box E-367, care of Harp 
ware Acer, 100 EF. 42nd St., N. Y. City 


CAPABLE HARDWARE MAN AVAILABLE 
Thoroughly qualified and progressive retail hard- 
ware store manager, also an efficient business 
executive in every detail. Experienced in al) 
branches of general hardware activity including 
every kindred line both retail and wholesale. 
Productive sales engineer and merchandise man- 
ager. Aggressive, resourceful and reliable. Mar- 
ried, best references. Now located in central 


states. Willing to go anywhere. Address Box 
E-359, care of Harpware Acer, 100 E. 42nd St., 
N. Y. City. 
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| DESIRES A 





N. Y. City 


| can furnish hest of 


EXPERIENCED HARDWARE AND TOOL 
SALESMAN retail and wholesale, 25 years in 
the hardware business, buying and selling of 
tools, also mill supplies, shelf hardware, steel 
goods, paints and housefurnishings, wishes to 
connect with a reliable house. Steady and reliable. 
Address Box E-345, care of Harpware AGE, 
100 E. 42nd St... N. Y. City. 
MANUFACTURER'S 
LINE for the ,Metropolitan area. 
Call on large retail hardware stores and lumber 
yards. Have a large desirable following and 
trade acquaintance. Young, experienced, and re- 


liable Best of references. Address Box E-366, 
care of Harpware Ace, 100 E. 42nd St., N. Y 
City 





TRAFFIC OR EXPORT MAN, 33 YEARS, 
aggressive pleasant personality, heavy diversified 
experience of large volume; thorough knowledge 
of domestic and foreign shipping, rail, and ocean 
lading, trucking, warehousing, export orders, 
sales follow-up. Proficient services resulting in 
harmonious good will. Salary secondary to op- 
portunity. Address Box E-346, care of Harpwart 
Ace, 100 E. 42nd St., N. Y. City. 

MANUFACTURER'S REPRESENTATIVE 
DESIRES A LINE for the hardware trade, paint 
trade, or both, in the New England territory. 
Have an exceptionally fine following among whole- 
salers, chains, and major dealers. Reside within 
the territory, have an excellent sales record, and 
references Address Box 
E-362, care of Harpware Ace, 100 E. 42nd St., 





DO YOU NEED AN UNUSUAL MAN in 
your organization? I qualify because of my 


broad experience in my 51 years of life, 27 of 
which were spent in retail hardware and paints 
as owner. I have had considerable experience with 
finances, real estate and general banking. If you 
require efficient management in your office, buy- 
ing, bookkeeping or business generally, I offer you 
my services, References furnished. Address 
Box E-370, care of Harpware Acr, 100 E. 42nd 
Se.. N. V. City. 


REPRESENTATIVE | 








BUILDERS’ HARDWARE MAN—AGE 39 
(married) some factory training and knowledze of 
plans, specifications, scheduling, etc. Experienced 
in selling residential contracts, needs such position 
or one in large active builders’ hardware depart 
ment with opportunity to gain more experience on 
all classes building construction. Address Box 
E-369, care of Harpware Ace, 100 E. 42nd 
St., N. Y. City. 

~ WIDE AWAKE THOROUGHLY EXPERI 
ENCED HARDWARE MAN, window trimmer, 
glazier desires position in live hardware store. 
Now employed in central N. Y. State. Prefer 
city twenty-five to two hundred thousand. Very 
active, sincerely Christian, able manager, married. 
Desires position with future. Interview desired. 
Address Box E-364, care of Harpware Ace, 100 
E. 42nd St., N. Y. City. 





[Sales Representatives Wanted | 


SALESMEN TO SELL DEALERS--JOB- 
BERS. New Roach Control. Not a powder or 
spray. Unique, self contained unit. Packed in 
counter display. Low price, long profit. Nation- 
ally known. Good repeater. Side line or full time 














Write for details giving lines carried and terri- 
tory covered. Address—-Gilles Products Company, 
Fargo, North Dakota. 








OLD REL IABL E Cc ORPOR ATION OFFERS 
WONDERFUL opportunity to sideline or full 
time salesmen. Selling furniture, hardware, de 
partment stores. Fast patented sellers. Small 
light sample case. Positively world’s finest. Call 
on only best concerns. Best selling season now. 

Address—-Dustmaster Corporation, 525 Produce 
Ruchaage Building, Minneapolis, Minnesota. 

SALESMAN CALLING ON RETAIL HARD 
WARE stores and lumber yards in each of the 
following states: Arizona, Oklahoma, Iowa, New 
Mexico, Missouri, Montana, Utah, North Dakota. 
South Dakota, Western Kansas, Nebraska, Ne- 
vada. The lowest priced article of its kind on 
the market. Give full details first letter. Address 
Box E-361, care of Harpware Ace, 100 E, 42nd 
ma. m. ¥. "City. 





SALESMAN WANTED—-BY COUNTRY’S 
LEADING quality cutlery manufacturer—Mis- 
souri, Kansas, Nebraska, South Dakota, North 
Dakota, Montana, Wyoming, other Western 
States—contact hardware jobbers, dealers, depart 
ment stores. Must qualify. State references, 
lines now handling, experience. Address Box 
E-373, care of Harpware Ace, 100 E. 42nd 
Street, N. Y. City. 


TRAVELING SALES AGENTS WANTED! 
If you call on retailers (not jobbers) who sell 
wood preserver, termite and chicken mite killers, 
or outside brown stain (cheaper than paint) you 
should be able to handle ours as a side line. See 
page 480 Hardware Age Directory. It is the 
only one guaranteed by affidavit to be like that 
carbolineum recommended in Government Bulle- 
tins. Every farm a prospect. Write for details 
and territories. We will help you with your 
dealers. Address C-A Wood Preserver Company. 
6623 Delmar, St. Louis, Mo. 
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| fccounts Wanted  |'[ Business Opportunities _| |_ Business Opportunities | 


MANUFACTURERS’ REPRESENTATIVE, FOR SALE: HARDWARE, PAINT AND FOR SALE—~WELL ESTABLISHED AND 
WELL ESTABLISHED, NEEDS additional electrical appliance store. Established 19 years | well stocked hardware, housefurnishing and paint, 
major line to sell to hardware and paint jobbers in the best town in New Jersey. Good clean | etc., store in Westchester County, N. Y. Price 


in Missouri and surrounding territory. Prefer | stuck doing nice volume of business. Excellent | $7,500. Cash $5,000. Stock and fixtures $8,000 











tool or builders’ hardware line. Well acquainted | location. Stock and fixtures $9,000. Reason for | Fine opportunity for right man, Retiring on ac 
with all trade and can give best references and  selling—poor health. Address Box E-363, care cf | count of age. Address Box E-372, care of 
guarantee results. Address Box E-352, care of Harpware Acre, 100 E, 42nd St., N. Y. City. Harpware Ace, 100 EF. 42nd St., N. Y. City 


Harpware Ace, 100 E. 42nd St., N. Y. City 








FOR SALE- LONG ESTABLISHED BUSI]. HARDWARE—LONG ESTABLISHED GEN 
ERAL HARDWARE and paint retail store for 


. ege " NESS (80 years), retail hardware business in f _ fo 
Opportunities a county seat town in Western Pennsylvania, a sale located in Western Pennsylvania town within 








business that has always made a profit. For sale 30 miles of Pittsburgh. Inventory and fixtures 
due to death of principal owner. If interested, | about $25,000. Will accept part cash if balance 
write—Address Box E-354, care of Harpware | can be secured. Owner's health reason for selling 

° A Ace, 100 E. 42nd St., N. Y. City Address Box E-371, care of Harpware Acre, 100 
Here’s A Rare Opportunity | E. 42nd St.. N. Y. City. 











Solely to settle estate we offer for sale at once at 
am attractive price. cash only, this old established 





(33 years) going hardware business, with oc without WELI. ESTABLISHED GENERAL HARD. | ‘ . —— ; —_ 

building. WARE STORE for past 29 years in a town FOR SALE—MODERN WHOLESALE AND 
Unusually free from competition, being virtually the over 5,000 and outside drawing 13,000 with va- | retail hardware and mill supply business and 
only hardware store in this prosperous central New 5 on “ ‘i : $ ; real estate located in city of twenty-five thousand 
York manufacturing town of 10,000 with 8,000 addi- rious manufacturers, and in a wonderful farming | ! ‘ ; r y. twenty-five thousa 
akeh aenadatias GAIN thks chiles. Mia Sate: country. Good clean stock. General hardware, | in Central Wisconsin. Good industrial commun 
trial accounts. | housefurnishings, paints, stoves, etc. Reason for | 't¥- Established fifty years. Inventory eighty 
Excellent corner location, three floors and basement, | selling—poor health Located in Central Penn- | five thousand dollars. Real estate on Main Street 
45 foot front, 13,000 square feet, inventory $20,000, sylvania. Address Box E-325, care of Harnware contains twenty-five thousand square feet of 


pas bg business, with unlimited possibilities for Act, 100 E. 42nd St., N. Y. City floor space. Owner wishes to retire from business 


Address Box E-368 care of Harpware Ace, 100 





This decidedly worthwhile proposition, with money 























, making possibilities merits prompt investigation = ~ : E. 42nd St.. N. Y. City 
Inquiries are invited only from competent business- - 
men with requisite capital. For further particu- HARDWARE, PLUMBING AND HEATING | 
| lars and appointment to inspect—address— BUSINESS FOR SALE. LOCATED IN | 
E. W. BRACKETT, ORANGE COUNTY, NEW YORK. ESTAB | Help Wanted | 
ILION HARDWARE CORrRP., |! ISHED IN 1882, TOWN OF ABOUT. 5,000, 
9 ILION, NEW YORK SURROUNDED BY PROSPEROUS FARM 
f ERS. OUTSIDE DRAWING OF 19,000. GOOD |! 
4 —__——————— | LEAN STOCK. GENERAL HARDWARE, BUYER YOUNG MARRIED MAN large 
n FLOOR SANDERS— USED AND FAC- | HOUSEFURNISHINGS, PAINTS, STOVES, | eastern wholesaler — hardware, sporting goods, 


TORY REBUILT. One year factory guarantee. | PLUMBING AND HEATING SUPPLIES: | housefurnishings, tools, etc. Age, salary expected, 


n Popular makes prices at $50 to $99. Free dem- | WARREN STORE FIXTURES. CASH ONLY. | experience and all details in first letter, which 
x onstration and monthly payment terms. Address— | OWNER RETIRING. ADDRESS BOX E-374. | will be treated in confidence. Address Box E-375, 
d The Hilger Company, 3303 Cooper Avenue, St. | CARE OF HARDWARE AGE. 100 E. 42ND | care of Harpware Acre, 100 FE. 42nd St.. N. ¥ 


Cloud, Minnesota. STREET, NEW YORK CITY City 








or 
in 





ie 
ri- 


; He ADVERTISED IN THE RIGHT MEDIUM 


all 








all 
all 
- This man wanted to represent a good hardware 
manufacturer—he told his story in the Classified 


a Opportunities Section of Hardware Age— 


on A nationally known company replied to his adver- 
- tisement and he secured a desirable position through 
’S advertising in the right medium 


- HARDWARE AGE is noted for quick results — 
on try it—send your ad to— 


ci HARDWARE AGE 
ne Classified Opportunities Dept 
le 100 E. 42nd Street New York, N. Y. 


ur 
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D. P. HARRIS HDW. & MFG. COMPANY, INC. 


ROLLFAST BUILOING + NEW YORK. N 





If you want a 
reliable source of supply 
... let us remind you 











ROTABIN Saves 50% 


FLOOR SPACE 


ROTABIN stores, displays and sells nails, rivets, 
washers and other “'binable'' merchandise in a 
compact accessible manner in '/2 the space now 
occupied by such items in your store. Each 
ROTABIN section rotates, bringing the merchan- 
dise right to your finger tips. No time lost in 
looking for the correct size—no boxes to open— 
no sticking drawers to pull out—no unnecessary 
steps running from bin to bin. ROTABIN saves 
hardware dealers, time, steps, labor and money 
WRITE FOR and makes storage space pay a profit the year 


DETAILS around. 
THE FRICK-GALLAGHER MFG. COMPANY 






WELLSTON, OHIO 








United REMCO Numbers 





Single Block These motors numbers for 
identifying different window 
Unied REMCO ? Lnercis S* and porch screens are fur- 





rane} ea , nished in Solid Brass or Cop- 


Te : ihe = per Plated. One number is 
Ld! 4 
ecard 29 
§ 7 
j Rad ; 


driven on screen — duplicate 
on frame. They come in 
Kaised Nos. of 1 to 25 or 26 to 50 on a block. 
Easily Driven Into Wood With A Hammer 





strips of (5) numbers joined 
by a thin film, easily broken 
apart with a pair of pliers. 


= 












































LIST PRICE 
Double Blocks, Solid Brass .......-..---esceeeeee -20c block 
Single Biocks, Solid Brass ........-+.-sceeeeeeues -10¢ block 
Double Blocks, Copper Plated ............ceeee0- -10¢ block 
Single Blocks, Copper Plated .......-..-eeseees -05¢c block 
Doubles packed 1 doz. to carton Singles packed 2 doz. to carton 


Ask Your Jobber 


ROBERT E. MILLER & CO., Inc., 35 Pearl St. New York, WN. Y. 
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MOLDED RUBBER GOODS srsciacres 


Plain and Mushroom Bumpers — Suction Rubbers 
Rubber Head Nails Toilet Seat Bumpers 
Chair Tips Crutch Tips 


? 


THE ELASTIC TIP CO. 


370 ATLANTIC AVE. 
BOSTON, MASS. 


SEND FOR CATALOG 
OF COMPLETE LINE 
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THE me, a TELLS THE SIZE 


rae COLORTOP 


® NO GLASS to cut fingers © NO METAL 
to touch when replacing fuses. 
Show these two outstanding features to your 
customers—watch COLORTOPS sell. 

®@ 7-color display box FREE with 
every 50 fuses. 

Ask Your Jobber For Colortops 


TRICO FUSE MFG. CO. 


MILWAUKEE WISCONSIN 


heath a 
et 6 
l Taves” i 


World's Largest Level Plant of its kind 


Best by Test Since 1896 


MAYES BROS. TOOL MFG. CO Port Austin 











(000.00 


TO THE HARDWARE MAN WHO CAN DISPROVE 
THAT ‘“‘WELDWOOD WATERPROOF GLUE IS 
THE BEST ONE-PART PLASTIC RESIN GLUE”’ 





REWARD 






































diately placed ae 
“wet test’ results 
Authority: U. S. Dept. 


NATIONALLY ADVERTISED 
Some 30 magazines invite the 
public to buy WELDWOOD 
GLUE at their hardware 
dealer's. Impelling point-of- 
sale material is available to 
you. Write for facts. Order 
a supply of the inimitable 
WELDWOOD GLUE from 
your JOBBER. The 25¢ and 
50¢ cans are very popular. 


WE 


WATERPROOF 





> 
d Competitive Glues 
waregic Reciut-4@ Comparative Tests of Weldwood an — 
| 
YATERPROOF ros is 
“men g | BIRCH *Forest pry wet Pro ducts 
} *Forest Dry wet Products shear shear 2 > 
Dry Wet Prodycle ghear Shear 342 cycle 232 psi. -173 psi 93 psi 
Bape ‘ Shear Shear age es 352 psi 306 psi 301 psi 85% 34% a 
os SS 30% 99% = = i 212 psi «138 psi 57 psi 
WOOD GLUE | 32% 63% . |° ggg psi 127 psi 1S si 18% 0%) 
BA psi 362 psi 217 0% (a) 5%) | 82% TF 
384 psi 99% 0 ; 96 psi F. 
gw % 4% . ° 212 psi P 
RESIN GLUE “B 80% 2% p - 383 psi 259 pst 194 pst | “60% 4% (4) (e) 
358 psi 270 pst — 100% 24% 3% ) in specimens 
N GLUE — 56% 2% 0% 0 t wooD failure (not glue failure s 
“ a re Inch.” Italie figures ny = - strip (e)...all strips. i onnateenite by 8 hours 
: a s 
NOTES: OP rot indenture In 4 Rips Sepa ny: tag tn, Want at room temperature or which the specimen is imme 
P F lue failur ; 6 hours so anal F 
aa dbgeant vy eycle test” consists of 18 Notines, followed by ® rption of moisture, 
«The Forest Products_3 Pnese sequences are repeated o veakening of the wood —_ — ull. page 282). 
Giately pl ced in “Riehle” ar ee een “ary test” results. a nein strength as it dries. (Wilson, 
n s 


e ordinar 
Agriculture, page 
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WELDWOOD Plastic Resin WATERPROOF GLUE 
is accepted for AIRCRAFT by U. S. Army and Navy, and C. A. A. 


The above tests were made in the laboratories of the Plaskon Co. They 
can be duplicated by any testing laboratory. These results may come 
as a surprise to others, but they only confirm the long series of labora- 
tory and field experiments made in our behalf BEFORE a single can of 
WELDWOOD GLUE was offered to the public. Long before WELDWOOD GLUE 
was marketed we KNEW it was WATERPROOF, ROT PROOF, STAIN FREE and 
ENDURING. That is why it revolutionized glueing and invited imitations. 








WELDWOOD mixes easily, you don’t have to be a chemist to compound it 
or an expert to apply it. It is a fine powder without lumps—and you can 
be sure it will do the work claimed for it. A Glue Manual will be sent any 
reader who would care to know more about plastic glue. 






UNITED STATES PLYWOOD CORP., 616 West 46th St., New York, N. Y. 
The world’s largest producers and distributors of PLYWOOD 


LDWOUD 


PLASTIC RESIN 


GLUE 


HARDWARE AGE 












ANS 


, 
Aas 


AAAARR 
AAANARSASE ee 


<—<— 


SAAAAAARS EE ~ 
Se 


44444 


‘ 


Aa 
® & % 


AMCO 
ALL- WEATHER 


Made of first-grade 
manila fibre, rot and water- 
proofed with a special cordage 
solution to give extra life. Ideal 
for hay carriers, hay loaders 
and general farm use. 


AMERICAN 
SUPERIOR 


A fine first-quality 
manila rope of exceptionally 
high tensile strength and dura- 
bility. Exactingly manufac- 
tured and lubricated. An out- 
standing rope value. 


Jf LOOK FOR THE RED 
AND GREEN MARKERS. 


‘a 
CAAA, een ~ 


4 
2a 


4 
i 


, 
¥ 


a 
CN ae! 


Certainly there’s a place with every hardware dealer for a 
line that can produce added income at full profit. That’s 
the reason we say the ““American”’ rope line fits your sales 
picture. Dealers who take on “Amco All-Weather” 
manila rope quickly report substantial increases in their 


rope volume. Yearly inventory reveals more stock turn- 


overs with “American” ropes. There’s no reason why 


you shouldn’t be getting this plus business. A surpris- 
ingly small investment will set you up with a completely 


representative stock. Order a trial stock today. 
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( KEEPS YOU COOL 


AND OW YOUR TOES 
Soll ee SN 
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"LIVELY AIR” Ka ej 

“Lively Air” is air in ’ 


motion—properly 


circulated for maxi- 4) ry 
mum comfort and 
health. Proper air / 

] 


circulation demands 
— fans—fans 
that make more profit 


for youl 2 ~ 
pine 









Haw Styling Pplar Prices. 


POWERSAIRE 10-INCH OSCILLATING 


The aristocrat of all fans. Handsome new airflow styling 
with rich gun-metal gray finish. Ultra-quiet Micarta blades. 
Fully enclosed, drip-proof oscillating mechanism—75° or 45° 
arc; 3 speeds. Easily adjustable for wall mounting. 


“Livery Air” ran sop FREE / 


Keeps the fastest-selling models of Westinghouse 
Fans before your customers at all times. Provides 
a permanent floor display and selling center. 
Beautifully lithographed in full color. Ask your 
Westinghouse distributor how to get this attrac- 
tive fan shop without charge. 


PACEMAKER 10-INCH OSCILLATING 


(below at right) 

The year’s biggest value in a quality fan, for all- 
arouhd home use. Smart streamline design. 
Extra large ‘“‘Powersphere”’ steel blade. Ma- 
hogany brown baked-on enamel finish. Fully 
enclosed drip-proof oscillating mechanism—75° 
oscillation arc. Easily adjustable for wall 
mounting. 
TRAFFIC-STOPPING MOTION DISPLAY 

For Your Window 


or Counter 


A real stopper! Dog’s cars 
blow back realistically with 


PACEMAKER 
10-inch Oscillating 
Pedestal Fan 
Increasingly 
popular for home 


each oscillating motion of 
fan. Suggests the need for 
fans to every customer who 
passes or enters your store. 
FREE with your order for 
Westinghouse Fans—see 
your distributor. 


Westinghouse 


use. Easily port- 
able. “Power- 
sphere” one-piece 
steel blade. 


PACEMAKER 
12-inch Oscillating 
“Powersphere” 
steel blade. Rich 
mahogany brown 
finish. Easily ad- 
justable for wall 
mounting. 


PACEMAKER 
8-Inch Fan 
Outstanding 
value in a low- 
priced fan. Extra 
large, quiet type, 
steel blade. 
Brown mahogany 

finish. 
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